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“| have ACCUMULATED 
more since joining 

Franklin than | EARNED 
the previous five years” 


Ray W. LatHEM January 2, 1957 
Gainesville, Georgia 


Here is the record of Mr. Francis J. O’Brien, Vice President 
Ray Lathem’s cash Franklin Life Insurance Company 
earnings, starting with Springfield, Illinois 
his first full year as a 

* Dear O’B: 


Franklinite: 

It is certainly gratifying for me to review my 
financial picture and the great improvement that I 
have experienced since joining Franklin. For a 
number of years I had been an employee of a jewelry 
store with earnings averaging $75 a week. And I had 
no previous life insurance selling experience. Yet, 
within a year, my earnings nearly doubled. 

This was made fairly easy through the use of our 
exclusive contracts, and Franklin sales methods. 
Believing in our “Specials” as I do, I simply explain 
them to my prospects—and they buy. 

Having more than sufficient livable income from 
first year commissions, I have left my renewals— 
now in excess of $6,000—to accumulate at 3% 
compound interest. In all, I have saved, since joining 
Franklin, more than I earned in the previous five 
years! 

Whatever success I have enjoyed I attribute to 
our Special Plans, and the wonderful Franklin 
cooperation which I have constantly received. 


Cordially, 
Ray Lathem 


An agent cannot long travel at a faster gait than the company he represents! 


IRAN TRILIDN LITRE company 


CHAS. E. BECKER, PRESIDENT SPRINGFIELD, ILLINOIS 
DISTINGUISHED SERVICE SINCE 1884 
The largest legal reserve stock life insurance company in the U.S. devoted 
exclusively to the underwriting of Ordinary and Annuity plans 
Over Two Billion Three Hundred Fifty Million Dollars of Insurance in Force 
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Broken axle! Faulty harness! 
Runaway horse! All plausible ex- 
planations for carriage accidents so 
common in the last century. 


Whether accidents occurred yester- 
day or today, they have this in 
common—they can often be ex- 
plained but seldom foreseen. And 
because accidents strike suddenly 
_and can be expensive it’s important 
to have accident insurance. 


The Travelers was the first to 
offer this vital form of protection in 


THE TRAVELERS 


INSURANCE COMPANY, HARTFORD 15, CONN. 


ILLUSTRATION FROM THE TRAVELERS RECORD, 1870 


America issuing the first acci- 
dent policy in 1864. 


Today the Travelers offers a wide 
variety of up-to-date contracts, 
serving communities throughout 
the United States, Canada, Puerto 
Rico, and Hawaii. 


See the nearest Travelers Man- 
ager or General Agent about the 
Modern Travelers Accident con- 
tracts. He’ll be happy to give you 
full details plus sales-building pro- 
motional material. 
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THE NATIONAL UNDERWRITER, Life Insurance Edition. Published weekly by 
year, No. 5, Friday, February 1, 1957. $7.50 per year (3 years, $20); 
June 9, 1900, at the post office at Chicago, III., 


under the Act of March 3, 1879. 


Canada, $8.50 per year (3 years, $23); Foreign, $9 per year (3 years, 


the National Underwriter Company, Office of Publication, 175 W. Jackson Blvd., Chicago, Ill., U. S. A. Gist 
$24.50). 30 cents per copy. Entered as second-class matter 
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N. Y. Bars A&S or 
Individual Life in 
Installment Sales 


Ruling in Inquiry Into 
Auto Coverage Overcharges 
OKs Group Life, However 


NEW YORK—Counsel for the New 
York department has ruled that nei- 
ther individual life insurance nor any 
form of A&S may be sold in connec- 
tion with any kind of financed sale in 
New York state and that companies 
that have been issuing any of these 
coverages in connection with financed 
sales must stop doing so. 

While the ruling is limited to New 
York transactions, there is more than 
state-wide interest in what New York 
is doing in this connection because 
Superintendent Holz was recently ap- 
pointed chairman of a subcommittee 
of tie National Assn. of Insurance 
Commissioners appointed to make a 
special study, on a nationwide basis, 
of insurance problems pertaining to 
installment sales. 

The opinion, given in connection 
with a departmental investigation of 
overcharges made for physical dam- 
age insurance on financed automobiles, 
states that group credit life insurance 
is the only kind of personal insurance 
that may be written as part of a fi- 
nancial transaction. Permission to write 
group credit life is found in section 193 
of the insurance law. 

The A&S coverage that has been 
sold with these plans is extremely lim- 
ited and as a result of the department 
counsel’s ruling the department will 
take steps to see that no more is writ- 
ten. Some insurers have been writing 
A&S or individual life coverages with 
tentative permission, pending issuance 
of the counsel’s ruling and completion 
of the investigation. 

Public hearings will be held follow- 
ing issuance of a proposed amended 
regulation 27 covering insurance on 
financed transactions. 

Results of the investigation were 
given in a report to Superintendent 
Holz by F. Roger Downey, adminis- 
trative assistant to the superintendent. 
The report discusses the correction of 
overcharges for collision insurance due 
to misclassification of insured and also 
the so-called “package plan,” which 
has grown tremendously in _ recent 
years. This is over and above the phy- 
sical damage insurance. It covers cred- 
it life insurance, limited A&S, a bail 
bond, a travel emergency certificate 
to facilitate credit needs for repair 
outlays, and sometimes towing and la- 
bor. The borrower is charged a dollar 
a year for each $100 being financed, 
a flat $18 a year. 

A field survey showed that 92% of 
those interviewed were not informed 
of the total cost of the package nor 
was the cost of the various components 
itemized in the conditional sales con- 
tract. Borrowers usually were not 
(CONTINUED ON PAGE 20) 





Life Sales in 1956 
Rise 13% to Record 
of $54,607,000,000 


Total life insurance sales in the U. S. 
in 1956 soared to a record $54,607,000,- 
000, up 13%, or $6,180,000,000 more 
than the 1955 peak, according to 
LIAMA. 

However, if the additions made to 
the federal employes group case in 
April of 1955 were excluded from the 
comparison, the 1956 sales figure would 
be 17% or $8,105,000,000 greater. 

Ordinary life sales in 1956 climbed 
to a peak $35,828,000,000, up 16%. Or- 
dinary policies sold totaled 8.3 mil- 
lion, up 10%. 

Group life sales totaled $12,479,000,- 
000, up 11%, representing only new 
groups set up and not additions to ex- 
isting group contracts. If the 1955 ad- 
ditions to the federal group case were 
not included in the comparison, the 
1956 group total would be 34% greater. 
The peak year for group was 1954 when 
the $6,738,000,000 federal group case 
was put on the books in November and 
brought the annual total to $13,288,- 
000,000. 

Industrial life sales last year totaled 
$6.3 billion, down 1%. 

Total life sales in December were 
$7,062,000,000, up 21%, setting a new 
high for that month. December would 
have set a new record for any month 
if the federal group case of November, 
1954, were excluded from the compar- 
ison. 

Ordinary life sales in December rose 
to $3,837,000,000, up 22%, making it the 
best December and largest single month 
for ordinary on record. 

Group life sales amounted to $2,- 
689,000,000, also up 22%, for a new 
December record. It would have been 
the largest of any month for group if 
the comparison did not include the 
November, 1954, total of $7,492,000,- 
000, which included the $6,733,000,000 
federal group case. 

Industrial life sales totaled $536 mil- 
lion, up 10%, for the best December on 
record. 

LIAMA’s figures did not include 
credit life policies. 
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Life Companies Pay 
Peak $525 Million 
in Taxes in 1956 


U. S. life companies in 1956 paid 
taxes totaling $525 million, up $53 mil- 
lion, according to Institute of Life In- 
surance. 

It was the first time the companies’ 
tax bill topped the $500 million mark. 
They probably will pay $575 million 
in 1957. 

The annual tax bill, state, local and 
federal combined, including real es- 
tate taxes, now is the equivalent of $4 
per $100 of all premiums paid to the 
life companies, the institute said. The 
tax varies from company to company 
and in some cases is well above that 
figure. From the standpoint of policy- 
holders, these payments represent a 
tax on thrift. The life insurance in- 
dustry has paid $3 billion in taxes in 
the last 10 years. 

o e « 

The institute said the annual tax 
bill imposed on life companies reduces 
the benefits from increased invest- 
ment earnings as they apply to reduc- 
ing the cost of life insurance. It is 
estimated that in 1956 the before-tax 
rate of interest earned on investments 
was 3.63%, while the rate after federal 
income taxes was 3.33%. 

The largest part of the tax bill con- 
sisted of the federal income taxes, es- 
timated at $268 million for 1956, com- 
pared with $95 million five years earli- 
er. The total tax bill, including all 
state and local taxes, licenses and fees, 
was $227 million more than it was five 
years ago and $373 million more than 
10 years ago. 

The life insurance tax bill has in- 
creased 245% in the past decade, while 
life insurance in force has risen only 
145% and annual sales have grown by 
155%. 





Sales Rise in Several Countries 

Preliminary reports indicate that 
1956 life insurance sales were up 20% 
in Canada, 15% in the U. S., 10% in 
United Kingdom and 5% in Australia, 
according to Institute of Life Insur- 
ance. 





Old Security Life of Kansas City has 
been licensed in California. 








Late News Bulletins... 








Dow to Head New Pru Regional Home Oftice 

BOSTON—Prudential’s Northeastern regional home office to be erected in 
downtown Boston will be the world’s largest integrated business, civic and resi- 
dential center, President Carrol M. Shanks declared at a luncheon of the 
Greater Boston Chamber of Commerce Thursday. 

Prudential Center, as it will be called, will emcompass 31 acres and will have 
as its focal point a 50-story skyscraper. It will house the Northeastern home 
office, which will handle sales and investments for New England and upstate 
New York. The tower will cost about $50 million and will be the tallest structure 


in New England. 


Harold E. Dow, 44, 2nd vice-president since 1950, will head the new operation. 
He is a fellow of Society of Actuaries, having joined the Newark home office 


as an actuarial student. 


The center will include a 6,000-seat municipal auditorium, a hotel that will be 
one of the city’s largest, a restaurant seating 800-900 patrons, garden and tower 
apartments housing about 4,000 persons, numerous shops and specialty stores, 
and underground parking for some 5,000 automobiles. The project will take 
about five years to complete. It will be situated mainly on what is now the back 
bay yards of the Boston & Albany railroad. 


6lst Year, No. 5 
February 1, 1957 





Predict Court Fight 


in Nationwide Bid 
to Control NW Nat'l. 


Ohio Firm Fails, However, 
to Hold up Annual Meeting 
of Minnesota Insurer 


MINNEAPOLIS—tThe fight between 
management and Nationwide Corp. of 
Columbus for control of Northwestern 
National Life appears headed for the 
courts. After a series of procedural 
maneuvers at the annual meeting this 
week, representatives of Nationwide 
challenged the legality of the meeting, 
arguing that proxies of a majority of 
the 220,000 stockholders were not rep- 
resented as is required before a meet- 
ing can be held. One of those advanc- 
ing this question of legality was J. 
Roth Crabbe, an attorney for Nation- 
wide and former Ohio superintendent, 
who maintained that a majority of 
stock must be represented at a stock- 
holder meeting as required by a 1931 
amendment to Northwestern’s articles 
of incorporation. However, John S. 
Pillsbury, Northwestern president, af- 
ter seeking legal counsel on the spot, 
overruled Mr. Crabbe’s contention, de- 
clared the meeting constituted, and 
five directors friendly to management 
were elected. Mr. Pillsbury based his 
ruling on counsel’s opinion that the 
disputed amendment had not been le- 
gally adopted by Northwestern and 
therefore was of no legal force or ef- 
fect. But it is expected that this ques- 
tion may be put to a test in the courts 
before it is resolved. 

Northwestern management reported 
that 106,076 shares of the company’s 
220,000 shares were represented at the 
meeting, plus policyholders’ proxies to- 
taling 223,735, a grand total of 329,827, 
which is a clear majority of all proxies. 
It was reported that without the pol- 
icyholder proxy votes, Northwestern 
management could not have mustered 
enough votes for control. 

It was said that under the 1931 
amendment, Northwestern policyhold- 
er proxies could not be voted unless a 
majority of stockholders also were rep- 


‘resented at the meeting, which Mr. 


Crabbe contends was not the case. But 
under the new ruling—the one that is 
apt to be contested—it was decided 
Northwestern may vote policyholder 
proxies, apparently regardless of 
whether there is a majority of stock 
represented. 

It was further explained that this 
new ruling renders‘null and void the 
1931 amendment which, in reality, was 
illegal since its inception because it 
was in conflict with Minnesota law. 

Mr. Crabbe said he did not officially 
represent Nationwide at the meeting 
but was there as a proxy for a North- 
western policyholder at Los Angeles. 
Other attorneys for Nationwide also 
were present at the meeting as substi- 
tute proxies for the Los Angeles pol- 
icyholder. 

Nationwide also was reported to 

(CONTINUED ON PAGE 19) 
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New Records, Highs Prevail 


As ‘56 Figures Are Totaled 


MASSACHUSETTS MUTUAL 


Massachusetts Mutual’s 1956 sales 
of ordinary amounted to $644,214,000, 
up 15.3%. Assets reached $1,989,227,- 
000, up $106 million. Interest returns 
were at the highest rate since 1937. 

Total life delivered during 1956 was 
$795,469,000, up $65,360,000 and more 
than double the new business reported 
five years ago. Group production was 
$151,255,000. 

New highs were established in each 
of the 12 months in ordinary sales. 
The January, 1956, tetal of $70.1 
million was the largest amount de- 
livered in a month, surpassing the an- 
ual production of any year prior to 
1919. Eighty of the company’s 95 
general agencies produced more new 
business than in 1955, and 90 sold 
over $1 million during the year. The 
leading agency was Yates-Woods, Los 
Angeles, with sales of $39,145,000, an- 
other new high. 

Total insurance in force Dec. 31 was 
$5,421,236,000. Ordinary amounted to 
$4,540,176,000. Group in force was 
$881,060,000. 

Assets are invested as_ follows: 
55.7%, bonds; 28.7%, mortgages; 7%, 
stock; 2.8%, real estate; 5.8%, other. 
The net rate of interest earned on 
investments before deduction of fed- 
eral income tax was 3.79%, as com- 
pared with 3.65% in 1955. Unassigned 
surplus was at a record high of $114,- 
040,000, up $6 million. In addition, 
$52,164,000 was held in special con- 
tingency reserves for fluctuation in 
the value of investments. 

Total income for 1956 was $286,262,- 
000, up nearly $20 million. Payments 
to policyholders and_ beneficiaries 
reached a new high of $150,285,000, 
25% of which represented death 
claims. Dividends were over $29 mil- 
lion. The company’s mortality experi- 
ence was virtually the same as the 
record low of 1955. 





NORTHWESTERN NATIONAL 


Assets of Northwestern National 
crossed the $300 million mark and a 
record volume of new business was 
written in 1956, pushing insurance in 
force to $1,653,920.000, an increase of 
$110,790,000 over 1955. Total new busi- 
ness for the year was $188,420,000, an 
increase of 10% over combined ordi- 
nary and group sales for 1955. The 
company experienced its largest in- 
crease in recent years in interest on 
investments. Average net rate earned, 
after all investment expenses but fed- 
eral income tax, climbed to 3.47% co 
pared to 3.33% in 1955. Assets rose to 
$300,824,486, from $283,515,970 at the 
end of 1955. 

The largest portion of the company’s 
new investments during 1956 went in- 
to first mortgage loans on real estate, 
such holdings increasing by $19,886,- 
000 to a total of $131,932,000, or 44% 
of the company’s assets. 





FRANKLIN LIFE 


Franklin Life had the greatest 12- 
month period in its history with an in 
force gain of $363,752,851, bringing the 
total in force to $2,388,579,414. New 
paid sales for 1956 amounted to $601,- 
323,364, am increase of $131,745,766 
(28.1%) over 1955. 

In his report to policyowners, Pres- 
ident Charles E. Becker stated, “sig- 
nificant is the fact that a continuation 
of this accelerating rate of growth 
should effect the attainment of our 
third billion of insurance in approxi- 


mately two years’ time.” 

Surplus funds were expanded in 
1956 by $6,500,000 to a total of $38,- 
750,000. Premium income amounted to 
$70,193,780, while total income reached 
$90,889,030. Mortality was 30.53% of 
the expected. Assets increased $43,- 
817,766, and at year-end were $375,- 
774,855, a gain of 13.2% over the pre- 
vious year. 


CONNECTICUT MUTUAL 


Connecticut Mutual’s life sales in 
1956 totaled a record $430,110,522, up 
$24,787,143. 

Insurance in force rose to $3,397,- 
600,780, up a record $274,255,095. The 
average size of new policies was $8,- 
800, up $59. 

Total income was $201,641,526, con- 
sisting of $114,211,188 from premiums, 
$50,896,986 from investments and $36,- 
533,352 from policy proceeds, divi- 
dends and other funds left with the 
company. 

Benefits accruing during the year 
totaled a record $99,981,464, consisting 
of $52,467,511 credited to living policy- 
holders, $18,746,538 credited to bene- 
ficiaries of deceased policyholders and 
$28,767,415 in payments to policyhold- 
ers and beneficiaries from proceeds 
and funds previously left with the 
company. In addition to payment of 
current claims, $63,450,064 was added 
to reserves and other policyholders’ 
funds. 

Investments in 1956 came to $155,- 
502,146 and resulted in a gross rate of 
4.47%, up .12%. The higher rates on 
new investments helped boost the 
gross return on total invested assets 
to 4.29%, up .06%. The net rate, after 
expenses, including the federal income 
tax, was 3.59%, up .04%. 

Reflecting favorable rates now ob- 
tainable on new investments, the in- 
terest payable on policy proceeds left 
with the company under income set- 
tlement contracts was increased to 
3.35% and on dividends left to accu- 
mulate to 3.25%. 

Although mortality experience was 
a little less favorable than in 1955, it 
still was considerably below the aver- 
age of the past five years. Death 
claims totaled $18.7 million, including 
almost $400,000 from policies less than 
a year old. 

Operating expenses accounted for 
12.2 cents of each income dollar, up 
.4 cents, but company growth tended 
to offset this increase by providing a 
broader basis for allocating expense. 

Taxes totaled $6,330,763, consisting 
of $3,539,732 in federal income tax, 
$1,972,242 in state premium taxes and 
$818,789 in other taxes, including 
those in real estate. 

Assets totaled $1,261,397,942, 
$72,744,686. 


up 


MANUFACTURERS LIFE 


Manufacturers Life sales in 1956 to- 
taled a record $326 million, up 8.3%, 
consisting of $294 of ordinary, $18 
million of group and $14 million of 
individual deferred annuities. Imme- 
diate and group annuities are not in- 
cluded. 

Sales in the U. S. exceeded $100 
million for the second consecutive 
year. Insurance in force in the U. S., 
including individual deferred annui- 
ties, rose to $705 million. The new 
immediate, individual deferred and 
group annuity sales in the U. S. will 
provide $1,702,079 in annual pay- 
ments, and last year $7,039,321 was 
paid to U. S. residents under existing 
annuity contracts. 

Total insurance in force climbed to 

(CONTINUED ON PAGE 18) 


President Ralph 
R. Lounsbury of 
Bankers National 
Life displays in 
front of his desk 
two placards 
showing how the 
company’s insur- 
ance in force has 
grown to $400 mil- 
lion, which was 
reached in early 
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January. The $100 
million mark was 
reached 17 years 
after the com- 
pany’s formation 
in 1927, the $200 
million figure 714 
years later, and 
the $300 million 
mark in August, 
1955. 

Ordinary sales 
in 1956 rose to a 
record $45,166,503, 
up 20%, and 
brought insurance 
in force at year’s 
end to $397,663,- 
000, up 25%. 
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ers Service agency 


at Hartford led in ordinary sales for the fifth consecutive year. Top person 
producer was Harry J. Bake, general agent at Boston, whose agency was seconi 
in volume. Second in individual production was George E. Parris, Philadelphis, 


who wrote $1 million of ordinary. 


The average size ordinary policy was $9,291. Assets exceeded $62 million ani 
reserves and surplus were increased substantially. A&S income and volum 


more than doubled. 








Economic Indicator 
Points Well for ‘57, 
Lloyd of ALC Says 


In discussing the business outlook 
for 1957, John A. Lloyd, president of 
American Life Convention and of Un- 
ion Central Life, said the economic 
indicatiors seem turned in a favorable 
direction. 

Pointing out that the gross national 
product is at an all-time high, and 
that the national income of almost 
$350 billion is the highest level in his- 
tory, Mr. Lloyd predicted that the 
amount of money to be spent for 
planned expansion in 1957 will closely 
approach that of 1956. 

The two topics which he emphasized 
were the rise in interest rates and the 
federal spending policy, both of which 
have direct effect upon policies and 
practices of the life business. 

The demands for “capital and short- 
term credit have caused a rise in in- 
terest rates. Thus the funds of life 
companies have been invested at bet- 
ter rates than have been available for 
many years. It now appears that this 
trend should continue into 1957. This 
additional earning power is, of course, 
of great importance to our millions of 
policyholders, both from the stand- 
point of dividends on participating 
policies and of the general strength- 
ening of the reserve and surplus posi- 
tions of all the companies, both stock 
and mutual, which in itself is a very 
important factor in the great security 
afforded by life insurance. 

“Thus, I believe that 1957 can be 
looked upon by our business as a fav- 
orable one, both from the standpoint 
of earnings and of increases in insur- 
ance in force, for the need for life in- 
surance keeps pace with the expan- 
sion of our economy. 

“There are two important factors 
which must always be given due con- 
sideration in our appraisal of the fu- 
ture. They are the foreign situation 
and the role our federal government 
plays in the flow of funds. The impact 


of these two factors is not always clea 
cut, but it is ever discernible to the 
student of our times.” 





S. M. Scott of Winnipeg 
Is New President of 


Canadian Life Agents 
Steward M. Scott, Canada Life, 
Winnipeg, was elected president of Life 
Underwrit- 
ers Assn. of Can- 
ada at the associa- 
tion’s annua; 
meeting in Toronto 
Jan. 24-26,  suc- 
ceeding Charles 
M. Dunn, Regina. 
Moving up from 
the vice-presiden- 
cy of the Canadian 
association, Mr. 
Scott, as president, 
heads up an organization of more 
than 8,300 agents in Canada. During 
his one-year term he will travel ex- 
tensively across Canada and in the 
U.S. 





S. M. Scott 





Loser in Mass. Employes 
Group Case Files Appeal 


BOSTON—J.. Thomas Miley has 
filed notice of appeal following a de- 
cision by Federal Judge Ford allowing 
defendents’ motion to dismiss. 

Mr. Miley sued eight Massachusetts 
life companies under the Sherman 
anti-trust act on the ground that they 
conspired to get the state of Massa- 
chusetts to insure its employes with 
them by letting them revise their bids 
down to that of Mr. Miley’s company, 
Minnesota Mutual Life. Minnesota 
Mutual, however, was not a party to 
the suit. 





Richard Boissard, president of Na- 
tional Guardian Life of Wis. since 
1944 and with the company for 3 
years, has retired and is succeeded by 


L. J. Larson, with the company since 
1933, and executive vice-president 
since 1947. 
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By ROBERT B. MITCHELL 
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Standard Life of Indiana this week 
prought out a retirement plan de- 
signed for buyers who shy away from 
the conventional retirement annuity 
on the ground that it can’t reflect 
yariations in the dollar’s purchasing 
power. 

This is the same market that the 
variable annuity is aimed for, but 
Standard Life’s plan is not a variable 
annuity. The heart of it is a regular 
open-end mutual fund investing main- 
ly in common stocks but having this 
special feature: Any investor who has 
accumulated shares redeemable for 
$1,000 or more has the right (but no 
obligation) to use liquidated proceeds, 
in the amount of $1,000 or more, to 
buy an annuity from Standard Life at 
net rates guaranteed to be those it 
was using at the time each block of 
stock was bought. 

Standard Life’s recommendation, 
says President Harry V. Wade, is that 
anyone building a retirement program 
put at least half of his outlay into the 
usual fixed-dollar annual premium 
retirement annuities and the rest into 
Advisers Fund, Inc., which offers the 
guaranteed-rate annuity option. But 
there is no obligation to invest any 
percentage whatever in an annual 
premium retirement annuity in order 
to get the advantage of the annuity 
option in Advisers Fund shares. In 
fact, anyone holding such shares hav- 
ing a value of $1,000 or more has the 
right to a Standard Life annuity at 
guaranteed rates even though he owns 
no other annuities and had no thought 
of converting his shares to an annuity 
when he started buying them. 
Available annuity options are (a) 
a monthly annuity payable for life, 
120 months certain; (b) installment 
refund annuity with a guaranteed to- 
tal amount of payments equal to the 
net cash value of the annuity contract 
on the date on which monthly pay- 
ments began; (c) a straight monthly 
payment annuity with no number of 
payments guaranteed; (3) a joint and 
survivor annuity for 120 months cer- 
tain, continuing after that point on a 
joint and two-thirds basis. 

Standard Life believes its kind of 
plan will help life insurance agents 
increase their sales. Many people who 
want to arrange incomes for retire- 
ment are turning to investments in 
equities but find such investments 
lack the lifetime income feature of an 
annuity. Through Standard’s plan, a 
guaranteed lifetime income is avail- 
able in conjunction with the purchase 
of equity shares. 

While Standard doesn’t mention this 
point in its literature, it is obvious 
that prospective investors who under- 
stand the way that yields from con- 
ventional annuities have decreased in 
the last 25 years as rates have gone 
up should regard the guarantee of 
annuity rates as of the dates they 
purchased their Advisers Fund shares 
as quite a boon. The fact that the 
purchase of the annuity is to be at net 
rates is an offsetting factor against 
the purchase charge that is made in 
the sale of the mutual fund shares. 

One reason for Standard’s action in 
bringing out its new plan is that a 
large number of buyers and potential 
buyers of regular retirement annui- 
ties are failing to buy such contracts 
because they are trying to hedge 
against inflation by investing in equi- 





Standard Life Desigus Retirement 
Plan to Reflect Dollar-Value Changes 


ty funds. Standard Life feels that un- 
less the life companies offer some- 
thing in this field some other type of 
corporation will do so. 

“Standard Life’s main field of ac- 
tivity is in the sale and servicing of 
life insurance and annuity contracts,” 
said Mr. Wade. “We desire to be ac- 
tively represented on an all-inclusive 
basis in these fields. Hence our action 


in providing this modern form of old- 
age income investment.” 
e a & 

Those familiar with the variable 
annuity will recognize the Standard 
Life plan as being virtually identical 
with a variable annuity up to the 
point where the investor wants to 
stop accumulating and start receiv- 
ing income. The main difference is 
that except for meeting specified min- 
imums in amounts per payment it’s 
entirely up to the investor how much 
he will invest and how often. 

When the investor wants to stop 


“putting” and start “taking,” the dif- 
ference between the Standard Life 
plan and the variable annuity shows 
up plainly. With the variable annuity, 
the income varies with the earnings 
of the portfolio on which contract is 
based; with the Standard Life plan, 
the income is fixed and guaranteed, 
in the normal annuity pattern. 
The Standard Life plan is quite 
similar to an option offered by Col- 
lege Retirement Equities Fund, the 
variable annuity affiliate of Teachers 
Insurance & Annuity, which pio- 
(CONTINUED ON PAGE 17) 











AGAIN STANDARD LIFE IS THE 


First 


TO HAVE... 











ard’s history. 


@ Standard Life of Indiana was the first 
company to bring out a high minimum 
size, low-premium ordinary life policy (we 


are one of many now). 


@ Standard of Indiana was the first com- 
pany to bring out a high minimum size, 
low-premium life insurance policy with re- 
tirement income at age 65 (we still are al- 


most alone in this field). 


@ NOW Standard is the first well-estab- 
lished life insurance company to enter this 
new field (you must read your life in- 
surance journals to keep pace with 


Standard)! 


ou have only to read the current news 
hp of the insurance trade journals 
to appreciate the forward step taken by 
Standard Life of Indiana. However, this 
new “‘first”’ is only one of many in Stand- 









Slandard Life 


INSURANCE COMPANY OF INDIANA 


Indianapolis, Indiana 















4 











February 1; 19) 


— 








Chicago Selectmen 
Study Insurability 
of Problem Cases 


Should the life of a young man who 
races recklessly about the countryside 
in a Ford Thunderbird be insured at 
standard rates? What about the insur- 
ability of an apparently reformed al- 
coholic who has been sober now for 
three years and even heads a local 
chapter of Alcoholics Anonymous? 

These and some other problem cases 
were pondered frankly in clinical-type 
discussion at the January meeting of 
Chicago Home Office Life Underwrit- 
ers. 

As for the young man with the 
Thunderbird, he is age 21, the own- 
er of a cotton gin, and applicant for a 
$10,000 10-year term policy. However, 
his driving record put him in the cate- 
gory of the irresponsible. It was re- 
ported that he “shows off,” making 
fast starts and stops. He has been 
driving in this manner for five years 
but has had no accidents. 

Most of the Chicago underwriters 


thought this man should be insured 
but rated at about table B, with the 
right to be considered for standard 
rating after the policy had been in ef- 
fect about two years. The underwriters 
pointed out that these young fellows 
usually settle down after a time and 
become very good insurance risks. On 
the other hand, one of the underwriters 
indicated that he felt that the young 
man should be written standard from 
the start, pointing out that since the 
applicant had no accidents, it was 
probably just a case of “tire squeal- 
ing.” This same underwriter suggested 
that the applicant probably came from 
a small southern town where jealousy 
may have played a part in criticism of 
him. “After all,’ he commented, “the 
applicant owns both a cotton gin and 
a Thunderbird at the age of 21.” 

Most of the underwriters agreed that 
they wouldn’t consider an alcoholic 
unless he had been on the wagon for 
at least three years. But since the ap- 
plicant in question, who is 58 and a 
partner in a radio station, already has 
been toeing the line for three years, 
it was pretty well agreed that he prob- 
ably is insurable at about table C rat- 


Panel Gives Insurancé! 
Outlook for ‘57 to 200 at. 


ing. It also was agreed taat a man of 
his nature, who continued io demon- 
strate his sobriety, would slowly grad- 
uate from table C up to standard-if he 


= me Ae 
stayed on the wagon for a tatal of Union League, Chicago 
about six years. eat An overflow crowd of more than 29 
Another case discussed by ‘the un- attended the first 1957 meeting of the 
derwriters concerned a 44.year old ex- Insurance Group of Union Leagy 
ecutive who wanted $25,000 worth of Club of Chicago last week to hear, 
key man insurance, but had a blood panel of five speakers describe “The 
pressure problem. The applicant’s Insurance Outlook.” This is by far the 
blood pressure vacillated terribly, be- most popular meeting of the grow 
ing quite high at some readings and each year, offering as an attraction fg, 
reasonably low at other readings. Sev- life, A&S and fire and casualty insu. 
eral of the doctors at the meeting ance men a review and forecast to. 
agreed that the applicant, because of sether with some comments on the 
his erratic blood pressure picture, legislative outlook. 
probably would be “no good” as anin- An added feature at this meeting 
surance risk. One of the doctors com- Was the appearance of Joseph S. Ger. 
mented that possibly all recent read- ber, new Illinois insurance directo, 
ings of the man’s pressure should be Whose appointment seems to be a pop. 
averaged out, and if the average in- Ular one in the industry ranks. 
dicated that he was insurable, he The speakers were Phillip S. Beebe, 
should be rated accordingly. president of Western Underwriter 
Assn. and western manager of Hart. 


Golden State Mutual Life of Los An- ford Fire, on fire insurance; Arthur ¢, 
geles has entered Oregon and opened Mertz, counsel of National Assn. of In. 
an office at Portland under Herman C. %¢Pendent Insurers, automobile; John 


P. Hanna, general counsel of Health 
Plummer, the new general agent for 
Oregon. 8 - _ Insurance Assn., A&S; W. Russell Ar. 


rington, Chicago attorney, and men. 








Progress report on Prudential’s decentralization—No. 4 
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Prudential’s North Central Home Office . .. part of our program to bring 
Prudential service closer to the people we serve—through decentralization. 
With headquarters in Minneapolis, Minnesota, The North Central Home 
Office established in 1955 serves the area you see above. Other regional 
home offices are located in Chicago, Jacksonville, Los Angeles, Houston 
and Toronto, in addition to the Home Office in Newark. 


The Prudential 
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ber of the Illinois senate, legislation, 
and Alfred N. Guertin, actuary of 
American Life Convention, life insur. 
ance. 


“The outlook for accident and health 
insurance in 1956 can be summed up 
in one word, ‘amazing,’” Mr. Hanna 
declared. He said he would qualify 
that prediction only by saying the 
problems the industry faces during 
1957 are more formidable than any 
faced before. 

After reviewing the tremendous 
growth of the A&S business since 1940 
to an estimated premium income in 
1956 of about $3,250,000,000 (a 460% 
gain in the last 10 years alone), cou- 
pled with a gain in quality of coverage 
with more companies writing better 
policies with better underwriting and 
better claim service and satisfaction, 
Mr. Hanna said there are still those, 
“both in and out of government,” who 
say the voluntary approach is not ade- 
quate and who advocate government 
entry into the business through social- 
ized medicine, social security, compul- 
sory cash sickness, government sub- 
sidy or by other means, with even the 
present federal administration exhort- 
ing the industry to extend and expand 
coverages and searching for legislative 
means to encourage it. 

On top of this is a threat of federal 
regulation through the efforts of the 
Federal Trade Commission, a matter 
that is of importance to all fields of 
insurance. But, Mr. Hanna said, “re- 
gardless of future legal or regulatory 
developments, I feel that accident and 
health advertising generally is con- 
ducted on a most accurate and ethical 
plane. No company wants to have its 
advertising criticised, whether by its 
trade association, by its competitors, 
the state insurance commissioners or 
the FTC. Without deciding whether 
advertising used in 1953 and before 
was or was not misleading, I believe 
that advertising today is generally 
completely above any possible criti- 
cism.” 


? 


Mr. Arrington, who is chairman of 
the revenue committee of the Illinois 
senate, cautioned the insurance men 
not to be too optimistic over what can 
be accomplished to halt unfavorable 
legislation or to gain ground through 
their own influence. 

By and large, he remarked, legis- 
lators are anti-insurance minded, es- 

(CONTINUED ON PAGE 17) 
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O'Connor Urges Chicago Life Supervisors 
to Learn, Tell Full Story of Social Security 


That no life insurance man can learn 
too much about social security was 
prought home 
quite forcefully to 
members of Chi- 
cago Life Agency 
Supervisors club 
at is January 
meeting by E. H. 
oconnor, man- 
aging director of 
Insurance Econ- 
omics Society, who 
once again de- 
livered his search- 
ing appraisal of 
social security, 
outlining the pit- 
falls bound to oc- 
cur with over-expansion of the system. 

Pointing to the general apathy to- 
ward understanding the financial ar- 
rangements and demands of social 
security, even on the part of many 
members of Congress, Mr. O’Connor 
warned: “Let us not forget that our 
country’s future integrity is at stake. 
Its preservation, because of the im- 
portant place we occupy in our econ- 
omic system, is your job and mine.’ 

He emphasized that the insurance 
industry is not against social security 
as a protection system for providing 
the minimum subsistence against 
want, but the industry does question 
Congressional action which continues 
the dreary course of piling further bur- 
dens, financial as well as administra- 
tive, atop a welfare system that al- 
ready has exceeded the fondest dreams 
of its founders. 





E. H. O’Connor 


Every two years since 1950, he said, 
Congress has expanded social security 
benefits, with each expansion amaz- 
ingly coinciding with an election year, 
“making one wonder if social security 
were not becoming some form of po- 








Occidental of California 


Aids Junior Achievers 


Occidental Life of California is lend- 
ing a helping hand in youth’s quest 
for a better understanding of the busi- 
ness world through participation in 
Junior Achievement projects. 

Occidental has joined the list of 
Junior Achievement counselling firms 
in the Los Angeles area aiding young 
boys and girls to learn more about 
business and economics. 

These youngsters form a miniature 
company, elect officers, draw up a 
charter, sell shares of stock, keep rec- 
ords, purchase material, manufacture 
a product and then sell it. They go 
through all the mechanics of a busi- 
Ness. 

Every Wednesday night during the 
school year, the youngsters hold 
business meetings and then turn 
their efforts toward producing their 
product. 

Three Occidental employes are will- 
ingly giving their free time to com- 
prise a team of advisers. Each Wed- 
nesday night they are present at the 
Junior Achievement building to offer 
assistance in matters of finance, pro- 
duction and sales and operations. John 
Ashe-Everst of Occidental’s mortgage 
loan department serves as production 
adviser, Louis Voit, group settlements, 
is administrative adviser and Victor 
West, policy change, is sales adviser. 
John Dieny, 
serves as liaison between the Junior 
Achievers and the advisers. 


reinsurance manager, { 


litical security.” Mr. O’Connor said so- 
cial security has departed from the 
noble purpose of its beginning as in- 
surance against want and now gives 
signs of aims to insure comfort, and 
even luxury. 


o s e 
He pointed out that the government 
has spent millions to convince the 
people that social security is not re- 
lief; that it is insurance, a_ right, 


backed by a huge reserve fund. “It’s 
not insurance as we know it,” Mr. 
O’Connor said. “There is no policy, no 
contract, no relation betwee.: .he so- 
called premiums, which are really tax- 
es, and benefits.” Congress also hus 
the right to change the act at any 
time, he reminded. 





Bergen-Eiber agency of Mutual 
Trust Life in Brooklyn will sponsor 
an intermediate life underwriting 
course consisting of five weekly 2- 
hour sessions at the agency offices, 
beginning Jan. 28. 


Mich. Advisory Unit Meets 


LANSING—Michigan’s special all- 
industry advisory’ committee, created 
more than a year ago by Commission- 
er Navarre, met during the past week 
for a general discussion of legislative 
matters. No definite decisions were 
reached relative to sponsorship:of pro- 
posed legislation and it was agreed 
that a later session will be held at the 
call of the chairman, John Panchuk, 
Federal Life & Casualty. It was 
brought out that the department may 
seek changes in the existing fee sched- 
ule for licenses, examinations, and 
miscellaneous services. 
































ATTENTION 


WE’RE BUILDING IN THESE STATES . 
IT WILL PAY YOU TO INVESTIGATE OUR UNUSUAL 


MONEY-MAKING PROPOSAL 


Wore Competitive 


GENERAL AGENTS and BROKERS 









More Coutracts 


L.I.C.A. Policies are replete with unusual 
selling features. For instance—the L.I.C.A. 
DIAMOND — an endowment that has a 
$1,200 cash value per $1,000 face 
amount guaranteed at 65... 
premiums paid in addition to face amount 
death benefit during period (20 years) in 
which premiums are paid. 


Wore WMorchkandising 


A hard-hitting, sales producing program 
from “mail to sale”. 
the-minute aids we furnish are tested and 
proved for powerful selling force. Every- 
thing furnished to you without charge. 


Wore Advertising 


We help you develop sales potential 
through local advertising, direct mail, 
quality-lead programs. This is not a spo- 
radic, hit or miss effort but a consistent, 
result-getting plan paid for by L.I.C.A. 


WRITE, WiRE OR PHONE COLLECT 
Paul Reichart, Vice President in Charge of Sales 


returns all 


The modern, up-to- 


10 pay Life * 20 pay Life * 30 pay Life 
* Life paid at 65 * modified Life * whole 
Life * preferred Life * double protection 
* 5 types of endowment * 2 types of re- 
tirement * 9 juvenile plans * mortgage 
policy * convertible term * accident and 
health * Hospitalization. 


Wore Assistance 


We have an outstanding Assistance plan 
— affords you unlimited earning possibili- 
ties. We give you the backing and whole- 
hearted support for positive success. 


Wore Money For You 

This is truly a “ground floor” opportunity. 
L.I.C.A.’s vigorous program of agency 
building offers outstanding opportunities 
for both types of general agents — pro- 
ducing and organizing. Wonderful brok- 
erage and surplus agreements! You can 
make money with L.I.C.A. 


Telephone: Olympia 4-2474 


lit Insurance Company of America 


Wilmington 99, Delaware 
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1957 Line of 
Life Contracts with 


" ROCKET SALES POWER 








Here is dramatic news of State Mutual’s completely rewritten 
line of life policy contracts for 1957 —a series with greatly expanded 


and liberalized coverage at no increase in premiums. 


It is a line of contracts with truly modern design which will 
enable field men to sell successfully in competition with any other 
life contracts now available. 


Two years and countless man-hours of intensive research and 
analysis, by both our home office and field forces, went into the 
creation of this new Product Development Program .. . the biggest 


project of its kind in State Mutual’s 113-year history. 


See the opposite page 
for a list of some of 
the outstanding sales 
features. 
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Some 
y Outstanding 
é Features of the New 


STATE 
MUTUAL 


Life Contracts 







Sales Features 





* Many broad practices become contractual 
provisions 


* Settlement Options greatly expanded and 
liberalized 


* Joint and Survivorship Annuity Options 
incorporated 


* Change of beneficiary provisions liberalized 
* Interest paid on lump sum proceeds 

* Premiums refunded beyond month of death 
* First dividend contingency liberalized 


* Reserve difference only on changes in plan 
after Ist year 


* Automatic Premium Loan Clause incor- 
porated 


Keep your eye on STATE MUTUAL this year! 


Watch for further announcements 
about our new Product Development 
Program — with modern design 

to make selling easier, 

more profitable for field men. 











EVEN THE POLICIES HAVE BEEN REDE- 
_ SIGNED TO MAKE THEM MORE COLOR- 
| FUL, MORE ATTRACTIVE TO THE EYE, 
| EASIER TO READ AND UNDERSTAND. 


Portfolio Changes 





@ New. 20 Pay Special Policy — $25,000 
minimum 


e 3 Year Rate Credit for Females on two 
special policies 


@ New plans for females to ees with 
Social Security changes 


@ New Endorsement for Optional Retirement 
on R. I. Policies 


@ Family Income Riders made more flexible 
@ New Term Plans and Riders 
@ Premium Waiver Benefits liberalized 


@ Premium Waiver carry-over practices lib- 
eralized on Conversions and Changes 


e@ Accidental Death Benefits greatly broadened 


@ New $10 Waiver and said Annuity 
Provision 


STATE:-MUTUAL LIFE 
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Ex-Treasury Man 
Sees No Chance of - 
Tax Cut for Years 


A former bureaucrat who has “had 
a chance to observe government spend- 
ing from the inside told the January 
meeting of Chicago Life Insurance & 
Trust Council that he personally can 
see no possibility of a substantial tax 
cut in the foreseeable future, or at 
least until world conditions change 
radically for the better. Speaking now 
as a private citizen, Laurens Williams, 


who was assistant secretary of the - 


treasury for two years until he quit to 
go back into law practice last Dec. 1, 
predicted a continuing annual budget 
hovering around $70 to $75 billion a 


year. He admitted that it’ jvas .a ter-. 
rible burden, but “apparently an in-- 


escapable one.” 

Mr. Williams said he would like to 
take the popular position and forecast 
that a big tax reduction is possible, but 
claimed realism and candor make such 
predictions unrealistic. He pointed out 
that 62% of the present annual budget 


is spent for defense, which is con- 
sidered by him a necessity during this 
continuing time of uncertain world 
conditions. The rest of the annual bud- 





Mr. Williams’ prediction of a budget 
hovering around $70 or $75 billion is 
proving to be quite accurate. The day 
after he spoke, President Eisenhower 
asked Congress to approve a budget of 
nearly $72 billion, a record high for 
any peacetime year and almost $3 bil- 
lion more than the budget for the cur- 
rent fiscal year, which ends June 30. 
The Chicago Tribune calls it a policy 
of “squandermania.” 





‘get, according to Mr. Williams, is 
pretty well earmarked for long estab-- 
lished governmental * expenditures 
which cannot easily be abolished or 
greatly curtailed. _ ee 

Mr. Williams also’ took issue with 
those who claim that the present in- 
come tax system is unnecessarily com- 
plicated, discriminatory, and therefore 
should be radically changed, or even 
abolished. Mr. Williams agreed that 
the income tax laws are complicated 
but argued that a lot of times things 


s | 
she 





Irn 1867 when horse-drawn street cars were a 
popular mode of transportation, Equitable Life Insur- 
ance Company of Iowa opened its first offices in this 
Des Moines building. As the first life insurance com- 
pany in Iowa, it not only provided life insurance 
protection to its policyholders, but also made impor- 
tant contributions to the growth of the area it served. 


TODAY Equitable Life of Iowa is licensed to 
operate in 31 states and the District of Columbia. Its 
assets are in excess of $580,000,000 and it has over 








$1,490,000,000 of life insurance in force. It serves 
the life insurance needs of more than 300,000 

policyholders in every state in the union 
and in many foreign lands. 


LIFE INSURANCE COMPANY OF IOWA 









FOUNDED IN 1867 IN ODES MOINES 


that are worthwhile are often com- 
plicated. He suggested that income 
tax, by its complicated measures, helps 
prevent discrimination. He maintained 
that complicated laws sometime: fol- 
low one another for the very purpose 
of ironing our inequities and plugging 
up tax loop holes. 

As for abolishing the income tax 
system, Mr. Williams said it was his 
opinion that it would be so unrealistic 
as to be ridiculous. He said the big 
bulk of the country’s revenue comes 
from corporate and personal income 
tax and that if they were done away 
with, there would be nothing at all to 
replace them. He said net employment 
tax, customs, estate and gift taxes, all 
combined, don’t bring in much more 


- than $2 billion a year, and excise tax, 


he said, only produces an annual rev- 
enue of about $9.2 billion. These are 
about the only sources of revenue the 
government has, other than income tax, 
Mr. Williams explained. Despite the 
fact that excise taxes bring in only 
13% of the government’s annual in- 
come, excises are currently so high 
that they’re at the breaking point, he 
said. He said if alcohol and tobacco 


taxes are raised any more, the results: 


are apt to encourage an upsurge in 
bootlegging. 

Mr. Williams also argued that a 
national sales tax also would be a poor 
substitute for income tax. He said’ it 
would take a staggering 26% tax on 
every retail thing purchased, except 
food, to make up for income tax. In 
general, Mr. Williams concluded that 
the present ‘income tax system is col+ 
lecting money at a burdensomely high 
rate, is complicated, but, on the other 
hand, is fair with a lot of “fine Amer- 
ican reasons” for its existence. 


Mr. Williams’ audience,: which in- 


cluded some of the leading life agents 
in Chicago, accepted the bitter, but 
candid, message with knowledgeable 
understanding. Mr. Williams, noted as 
a tax lawyer, was engaged as-a speaker 
by Gerard Brown, Penn Mutual. Harry 
Schultz, Mutual Life of New York, 
vice-president of Chicago Life In- 
surance & Trust Council, presided. 





Hancock Processes Pay 
Checks by Electronics 


Five thousand pay checks for John 
Hancock’s home office force have been 
processed for the first time by Univac 
high-speed electronic computer. Ap- 
plication of the computer to the pay- 
roll system followed three months of 
research and testing. 

The new system, involving less than 
four hours of computer time, permits 
payroll processing to begin two days 
before payday. Under the old punch 
card system, processing had to begin 
four days in advance. The high-speed 
Univac printer takes 45 minutes to 
write 5,000 checks. The old’ system 
took four hours. 

Each employe’s payroll record is 
contained in six inches of magnetic 
tape, with space to spare for inserting 
additional information. These six inch- 
es will hold more information than 
eight punch cards. Monthly changes 
in payroll records ‘are registered on 
change tapes, then fed into the com- 
puter to be run against the master 
tapes to produce the pay checks. 

Government and company reports 
on taxes and pensions also are being 
processed through the Univac system. 





More than 125 Northwestern Mutual 
Life agents held their regional confer- 
ence at St. Paul this week. Several 
home office executives attended the 
conference. 


NW Mutual Outlines 
Graded Premium Plan 
at Midwest Meetings 


President Edmund Fitzgerald, arg 
other Northwestern Mutual Life 
officials were at agents’ regional cop. 
ventions in St. Louis, Des Moines, ang 
St. Paul in recent weeks where they 
again outlined—as they did at Ney, 
York early in January—the company; 
new graded premium plan. ; 

Northwestern Mutual’s across the 
board graded premium program, which 
is called ‘“quantity-earned savings” 
was first introduced to several hundreg 
of the company’s agents at the hug 
eastern regional meeting in New Yor 
City Jan. 3-4. A report of the Ney 
York meeting and complete details g 
the graded premium plan appear jp 
the Jan. 11 issue of THE NATIona, 
UNDERWRITER. 


o a e 

The St. Louis gathering was attendg 
by more than 100 agents and generg 
agents from Illinois, Indiana, Kansa 
and Missouri. Some 125 Northwestern 
agents turned out for the .St. Pay 
meeting. The meeting at Des Moing 
was the 67th annual all-Iowa con. 
ventionm-of agents. 

In addition to President Fitzgerald, 
other home office officials at St. Louis 
included Grant L. Hill, vice-president 
and. director of ‘agencies; Robert E 
Templin, superintendent of agencies: 
Dr. Jack A. End, assistant medical 
director; Eric Wein, assistant director 
of agencies, and J. C. Noback, assistant 

, actuary. -J. Harryi Veatch: is the St 
‘Louis general agent for the company. 

Host for the meeting-at-Des Moings 
was Tom W. Hyland, general agent 
there. Four Iowa general agents were 
hosts at a banquet during the meeting. 

+ They were Mr. Hyland; Lowell P. 
Schwinger, Cedar Rapids; James H. 
Copeland, Davenport, and Dean M 
Kerl, Sioux City. 

e e e 

Honored at the Iowa meeting were 
members of. the. “Iowa Big Ten” and 
“All-Iowa Honorable Mention,” the 
sales leaders for 1956. 

The. big ten-members are: John J. 
. Lansing; Mason City; Eugene W. Egan, 
Sioux City; R. C. Montgomery, Cedar 
Rapids; Burnell F. Kehrli, Edgewood; 


’ Dennis E. McTigue, Fort Dodge; War- 


ren F. Roudebush, Waterloo; John F. 
Melton, Cedar Rapids; Jerry E. Eller- 
broek, Sibley; Robert L.- Reed, Cedar 
Rapids, and Don T. Patrick Steele, 
Dubuque. Mr. Reed and Mr. Steele also 
were .among the featured.speakers for 
the meeting. ; 

The following company officials, in 
addition to President Fitzgerald and 
Vice-President Hill, participated in 
the Iowa meeting: Benjamin B. Snow, 
superintendent of agencies; Edward 
G. Newcomb, assistant actuary; and 
Roswell H. Pickford Jr., assistant di- 
rector of agencies. 


Manhattan Life Expands 


Home Office Facilities 

Manhattan Life is expanding its 
home office facilities at 120 West 57th 
street, New York, by leasing 7,410 
square feet of space on the third flopr 
of the Steinway building at 119 West 
57th street. c 

The additional space will permit in- 
tegration of the Manhattan Life staff 
with the personnel and equipment in 
the 60 Hudson street offices of the 
former Expressmen’s Mutual Life, 
which was reinsured recently by Man- 
hattan Life. The Hudson street staff 
will move to 57th street in the early 
spring. 
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POLICIES 
State Mutual Makes 


Sweeping Changes in 
Policy Portfolio 


State Mutual, after two years ‘ot Te- 
search and planning, has introduced 
the most sweeping changes ever made 
at one time in its policy portfolio. - 

A product developments program 
committee of key home office special- 
ists teamed up with representatives of 
General Agents Assn. to develop a 
new and competitive basic policy and 
policy portfolio. As a result, several 
major objectives have been accom- 
plished. 

Many former practices * “are ‘now 

teed contractual provisions. 
Settlement, « ‘pptions, reinstatement and 
dividend provisions have sbeen liberal- 
ized. Additional competitive provi- 
sions, especially. the _ , change in 
plan and premium. re fund . beyond 
month of death, features, were also 
made guarantees. “Several new policies 
with wide sales’ appeal have been 
added. Policy forms have been com- 
pletely restyled with changes in size, 
color and typography. Forms and pro- 
cedures have been improved to simpli- 
fy processing and to reduce expense. 
Liberalizations, wherever possible, 
have been made retroactive to existing 
policies. The portfolio has been made 
simple, flexible and salable. 

Sequence. and text in the new. poli- 
cies have been improved. Living val- 
ues and tables of cash and loan values 
head the list of provisions, paragraphs 
and. headings .are numbered for . easy: 
reference, settlement options are pre- 
sented in a more orderly way, variable 
data are concentrated in one area and 
an entire page is reserved for endorse- 
ments. - 





Through a series of printed flyers, 
technical bulletins ‘and: regional meet- 
ings, the full time field force has been 
given advance information about the 
entire product development program. 
A stepped-up trade paper advertising 
campaign is being conducted in::1957: 
to notify brokers and others in the 
business about the many specific 
changes, liberalizations and new 
items. 

Among the new policies introduced 
are the executive 20, which has a 
$25,000 minimum face amount, a 20- 
payment endowment at age 90 plan, 
term to age 70, 5-year automatically 
renewable term, and a 30-year reduc- 
ing term. 

In order to provide as comprehen- 
sive, flexible and useful settlement 
options as may be obtained, State Mu- 
tual has incorporated many of its pre- 
vious settlement option practices into 
contractual provisions. Among these 
broad liberalizations are: Three joint 
and survivor annuity options added: 
including life income options at rates 
specified in the policy; beneficiary 
may take up to one year to decide how 
to use matured proceeds; original 
owner may use life income options 
upon surrender of policy. 

e eo e 

The adjustment of death benefit 
Provision in the new policy provides 
that any portion of the premium paid 
beyond the policy month of death will 
be refunded.’ A guaranteed interest 

“CONTINUED ON PAGE 13) 








Stop! . . . take a moment to think about yourself . 
YOUR present opportunities . . . YOUR chances of success. 
Perhaps Central Standard's ‘‘from: now on’ expansian 
program is tailored for you. tae pate 


General agency opportunities in favorable territories for 
men who know they can “go places" if given a chance. 
If your ability. exceeds your present opportunity, consider 
Central Standard's life time renewal, top commission 
contract today. 


Write, wire or phone Claire Gsell, Agency Vice President 


CENTRAL STANDARD LIFE 
Shewedel (GOS INSURANCE COMPANY 
211 West Wacker Drive Chicago 6, Illinois - 
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EDITORIAL 


COMMENT 





Does Saving Lead to Depression? 


Too much emphasis on saving could 
lead to “saving the economy into a 
depression,” according to Arthur O. 
Dietz, president of C.I.T. Financial 
Corp. 

If there were anything like a ten- 
dency to save even somewhere near 
adequately, Mr. Dietz’s views might 
not sound so fantastic to life insur- 
ance people, who are all too aware of 
the tragic results of failure to save 
enough, even under today’s lush con- 
ditions. As it is, Mr. Dietz’s concern 
reminds us of the motto: “Don’t spit; 
remember the Johnstown flood.” 

Addressing members of Town Hall, 
an organization of Los Angeles busi- 
ness and financial leaders, Mr. Dietz 
took sharp issue with what he termed 
“the self-denying statement” that 
consumers should have saved more 
back in 1954 and 1955 in order to 
support the current capital goods 
boom. 

“It was the additional spending of 
$18 billion for consumer goods back in 
those days that prevented a reces- 
sion,” he said. “If the consumer had 
done much more saving than he did 
in ’54 and ’55 he would not have made 
the expenditures he did and there 
would be no need now for a plant 
expansion program.” 

Mr. Dietz could have added that 
there might also have been no in- 
crease in the cost-of-living index, 
which rose 3% during 1956. The fact 
is that as long as people continue to 
live a grasshopper existence, spending 
all they make and borrowing uncon- 
cernedly when they’ve no more in the 
bank, instead of putting savings into 
channels that will build productive 
facilities we will have inflation and the 
threat of bust. 

It’s understandable that for busi- 
ness reasons spending should hold 
more appeal for Mr. Dietz than saving. 
Maybe it could be said that the life 
insurance business is influenced in its 
support of saving by the fact that life 
insurance is about the first thing that 
people think of for a long-term saving 
program. But we believe the life in- 
surance viewpoint is economically 
sounder, regardless of what effect it 
has on the sale of Life insurance. 

But beyond all this is the fact that 
a man’s first economic duty is to pro- 
tect his family and his future. The 
fellow who bleeds himself white and 
goes into debt to buy everything in 
sight, only to find himself in a jam 
because he neglected to foresee a time 

when everything wouldn’t be so rosy 
will find scant consolation in recalling 
how he gave his all to help keep the 
economy in what Mr. Dietz would re- 
gard as a healthy condition. The 
widow who worries about what her 
kids are doing while she is at work, 
when a little more forethought on her 
husband’s part would have provided 
adequate life insurance, should in- 
stead take a solemn pride in the costly 
sacrifice she has placed on the altar 
of the nation’s economy. 

If the national economy can only be 
kept “healthy” (Mr. Dietz’s definition) 


by insane spending habits among the 
general public, then there is a lot 
more wrong with the economy than 
has generally been believed. We be- 
lieve the economy needs no such hy- 
podermic. We believe it would be in 
far sounder condition than it is now if 
people would give life insurance and 
other forms of saving the priority 
which, from the individual and family 
point of view, they deserve. 


PERSONALS 


Devereux C. Josephs, chairman of 
New York Life, has been elected a 
vice-chairman of Department of Com- 
merce’s business advisory council for 
1957. 


Harry J. McCallion, assistant gen- 
eral counsel of New York Life, has 
been elected secretary of the insur- 
ance law section of New York state 
Bar Assn. Daniel J. Reidy, vice-presi- 
dent and general counsel of Guardian 
Life, was chairman of the nominating 
committee which prepared the slate 
of officers for the election. 


Frazar B. Wilde, president of Con- 
necticut General, has been asked to 
participate in a panel hearing Feb. 6, 
sponsored by the joint economic com- 
mittee of Congress. He is chairman 
of research and policy of the joint 
committee, which has scheduled a se- 
ries of hearings on the President’s an- 
nual economic report. 











Harry R. Hicks of the advertising 
and publicity department of Aetna Life 
group celebrated his 40th anniversary 
with the company. 


Harold Dillman, manager of the 
home office agency at Lincoln for Se- 
curity Mutual Life of Nebraska, has 
been named chairman of Goodwill In- 
dustries of Lincoln. 


Horace W. Brower, president of Oc- 
cidental Life of California, has been 
reelected to the board of Merchants & 
Manufacturers Assn. 


Samuel Berman, general agent of Se- 
curity Mutual Life of Binghamton at 
New York for 33 years, was honored 
at a dinner when he became general 
agent emeritus. 


Murray Projector, leading Equitable 
Life of N. Y. agent at El Paso, is a 
candidate for alderman in the March 
Democratic primary election there. 


DEATHS 


RICHARD L. DOBIE, 79, who re- 
tired several years ago as district 
manager of Atlantic Life at Norfolk, 
died at Norfolk General hospital. He 
had been with the company since 1905. 


RAY F. PFEIFER, 64, Mahoning dis- 
trict manager at Youngstown, O., for 
Metropolitan Life, died. He was for- 
merly agency supervisor in the home 
office and district manager at Salem, 
O., vefore going to Youngstown 13 
years ago. He was past president of 








both Youngstown Life Underwrite 
Assn. and Metropolitan Manager, 
Assn. 


Predicts Unions Will 
Turn to Insurers in 
A&S Bargaining 


Organized labor will shift its ap. 
proach in bargaining on health ang 
welfare benefits from employers ty 
insurers, Lane Kirkland, assistant qj. 
rector of the AFL-CIO social security 
department, predicted in a newspaper 
interview at Milwaukee where he js 
instructing in health and welfare ata 
conference on worker security. 

Mr. Kirkland said the shift will! de. 
velop because in many cases employer 
contributions are adequate to provide 
the type of protection unions 
but the plans are not available from 
the insurers. Under many current 
plans, he noted, the insured must be 
in a hospital before he can receive 
benefits, and this results in over. 
crowding of hospitals with persons 
who really ought not to be in bed but 
feel they must in order to collect 
This pushes up hospital costs and ul- 
timately insurance rates, he added, 
suggesting preventive and out-patient 
care under group programs as an ans 
wer. 








Mr. Kirkland said commercial insur- 
ers should not be in the health insur- 
ance field at all, since they do not 
provide a useful service. He said he 
does not object to any insurance com- 
pany making a profit, provided it ren- 
ders a useful service, but he contended 
experience rating of group A&S is 
“completely unsound.” This means, he 
pointed out, “that those groups who 
need care the most don’t get it because 
they are high risk groups and the cost 
is prohibitive. Insurance carriers are 
always out after the preferred risk.” 

In some cases, Mr. Kirkland went 
on, insurers turn over to a union the 
administration of a health insurance 
plan, then isolate the group for ex- 
perience rating purposes. Thus, he ar- 
gued, the costs of a group go up if ex- 
perience is bad, instead of the cost 
being spread throughout a much larg- 


STOCKS 


By H. W. Cornelius, Bacon, Whipple & Co. 
135 8S. La Salle St., Chicago, Jan. 29, 1956 











Previous Current 
Week’s Bid Bid Asked 
PO TANG oon sninscsiccccccoosecvoveceee 174 177 
Beneficial Standard ... 16% 17% 
Cal.-Western States . 17 80 
Colonial Life  .............cce 93 96 
Columbian National 80 84 
Commonwealth Life ............ 22 21% 22% 
Connecticut General ............ 254 255 260 
Continental Assurance ......... 120 117 121 






















Franklin Life ..............:0 98 
Great Southern Life . Bid 
Gulf Life... 31 
Jefferson Standard .... 128 
Kansas City Life 1140 
Life & Casualty .................. 24 
Life Insurance Inve: 1449 
Life of Virginia 105 
Lincoln National 220 
National L. & A. ..... 4 
North American, Il. . 19% 
N. W. National Life .. Bid 
Ohio State Life ....... 280 08=—- 295 
Old Line Life ....... 62 
Southland Life ....... 88 
Southwestern Life . 98 
Travelers ou... 724 
United, Il. .. a 
Wa TO cecesicesice 27% 
West Coast Life .................... 2 
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International to Have 
Membership Week in 
Feb., Goal Is 15,000 


International Assn. of A&H Under- 
writers has set Feb. 11-16 as “Mem- 
pership Week.” 

Jay DeYoung, Oak Park, IIl., vice- 
president and controller of the associ- 
ation and chairman of the member- 
ship committee, said the drive is 
aimed at building membership to the 
15,000 goal set by President E. J. Cof- 
fey, Mutual Benefit H.&A., Portland, 
Ore. The membership program has 
two objectives—to build membership 
within existing associations and to 
form new ones. 

The International now has 78 local 
associations and 17 state associations. 

Mr. DeYoung will supervise the 
drive and he will be assisted by Leon- 
ard A. McKinnon, McKinnon & Moon- 
ey, Flini, Mich., former president, and 
Howard E. Nevonen, Washington Na- 
tional, Los Angeles, board member. 
Mr. De Young will be responsible for 
the program in the midwest and south, 
Mr. McKinnon will head the drive in 
the eastern states and Canada, and 
Mr. Nevonen will direct the effort in 
the far west and Rocky Mountain 


states. 


Pre-test Questions for 


National Health Survey 


A pilot test study under the new 
national health survey program will 
be conducted in Charlotte to pre-test 
a number of aspects of a question- 
naire being developed for national use 
at a later date. 

Interviewing will be conducted by 
the census bureau which is to per- 
form this advance test and other field 
work on the survey for U. S. public 
health service. Data to be collected 
will include statistics on the number, 
age, sex, and occupation of persons 
suffering from diseases, injuries, or 
handicapping conditions; medical care 
received; the length of time that these 
people have been prevented from car- 
rying on their usual occupations or 
activities; and the economic and other 
impacts of such conditions. , 

The national health survey is being 
undertaken under recent legislation by 
Congress. The law authorizes the sur- 
geon general to make continuing an- 
nual surveys and special studies of 
the U. S. population to determine the 
extent of illness and disability and 
gather related information. The last 
such federal survey was conducted 
20 years ago. 


Would Waive Anti-Trust 


Laws for Pooled A&S Plans 


WASHINGTON—Rep. Thompson 
has introduced a bill to waive. anti- 
trust laws so that voluntary plans and 
small insurance companies writing 
less than 1% of health insurance in 
the United States may pool certain 
assets to protect against individual 
losses with new coverages. 

The Secretary of Department of 
Health, Education & Welfare would 
approve pooling after checking with 
the Attorney-General and Federal 
Trade Commission. 

_ The bill has been described as a ver- 
Sion of the administration’s health in- 
surance pooling proposal. 


President Eisenhower has called up- 
on the heads of government executive 
departments and agencies to support 
the 1957 federal service fund drive for 
the voluntary national health agencies. 














N. Y. Advisers on A&S 
Exams Elect Officers 
and Update Syllabus 


New York state advisory board of 
A&S examinations has elected John 
F. Lydon of Ocean Accident chairman 
for the year, John F. Greeno of Buffalo 
vice-chairman, and Elizabeth Slawsky 
of New York department secretary. 
Mr. Lydon and Mr. Greeno have been 
on the board since its formation in 
1947. . 

The board has revised the syllabus 
for A&S agents’ examinations to take 
cognizance of many recent develop- 
ments in the field. The new syllabus 
includes major medical, guaranteed 
renewable, deductibles and coinsur- 
ance. 

Other board members are Harold J. 
Shackelton, Connecticut General, Uti- 
ca, Sidney L. Eisenberg, Troy, Arthur 
B. McGuire, local agent, Syracuse, A. 
Stewart Payne, Security Mutual Life, 
Binghamton, Morton Sellner, New 
York City; Francis T. Curran of Met- 
ropolitan Casualty of New York, Jo- 
seph F. Follmann Jr. and John P. 
Hanna of Health Insurance Assn. of 
America, Earl R. Frangmar of Metro- 
politan Life, and J. Francis Welch of 
United States Life. 


A&S Agents’ Directors 
to Meet at Chicago 


Directors of International Assn. of 
A&H Underwriters will meet Feb. 2-3 
at Chicago to discuss plans for the 
annual convention at St. Paul, June 
12-15. A report from the chief conven- 
tion planners will be made by Sig 
Bjornson, State Auto, who coordinates 
the activity for the International. 

Convention headquarters will be the 
Lowery hotel, with additional space 
available in the St. Paul hotel. 

Other business before the board will 
be planning of the Harold R. Gordon 
memorial “Man of the Year” award. 
A general announcement of the rules 
for nominating will be made in the 
next few weeks. The award is pre- 
sented at the June convention. 

On Feb. 1, the Disability Insurance 
Training Council, which is under the 
directorship of John G. Galloway, 
Provident Life & Accident, Birming- 
ham, will hold its meeting at Chicago. 
The council is the educational arm of 
IAAHU and offers a 13-week course in 
A&sS selling. 


Liberty Mutual Tells FTC Hearing 
A&S Is Less Than 1% of Business 

At a hearing conducted by Exam- 
iner Laughlin of Federal Trade Com- 
mission on the false A&S advertising 
complaint against Liberty Mutual, 
company employes testified that local 
agents circulated an advertising bro- 
chure only to a limited extent and 
sold but a few of the advertised poli- 
cies. It was testified that this type of 
business represented less than 1% of 
total business and that agents are 
more interested in fire and automobile 
business. 

Examiner Laughlin sustained objec- 
tions by Franklin J. Marryott, vice- 
president and general counsel of Lib- 
erty Mutual, against subpoenas issued 
by FTC. Mr. Laughlin was told that 
subpoenas could not be complied with 
unless a long and laborious search of 
company files was made. John W. 
Brookfield and Donald King of FTC 
legal staff indicated they may appeal 
Mr. Laughlin’s ruling to the commis- 
sion. 


Life of North America has been 
licensed in California. 








first prerequisite for success in 1957, 
Jay DeYoung, comptroller and vice- 
president of International A&H Assn. 
told members of the Chicago associa- 
tion at a luncheon at the Union League 
Club. Among those positive lines that 
he urged members to think along were 
health instead of sickness, success in- 
stead of failure. 

Mr. DeYoung advised his listeners 
to “develop a plan and then work 
your plan.” To do this, good working 
habits were necessary, and these hab- 
its included prospecting and qualify- 
ing the prospects according to people 
who can afford to buy. 

The A&S people were told to ap- 
peal to the wants and desires of the 
public. “We need a little romance in 
our selling. We need imagination,” 
said Mr. DeYoung, comparing A&S 
selling with glamorous TV pitches 
made by other industries. “If you base 
your plan on wants and desires, it will 
be successful, because it is impossible 
= satisfy wants and desires,” he add- 


Special attention should be directed 


February 1, 1957 LIFE INSURANCE EDITION 
DeYoung Says Positive Attitudes Essential 
A positive mental attitude is the - to people in the lower income bracket, 


since these people can afford to buy 
A&S and are the ones who need it 
the most, Mr. DeYoung declared. He 
cited the 28% of all loans made by 
finance companies to people of lower 
incomes who need thé loans to meet 
their medical expenses. 


L. A. A&H Managers Elect 
R. H. Dutwiler President 


Los Angeles A&H Managers Club 
has elected Richard H. Dutwiler, Na- 
tional Casualty, president, to succeed 
F. Kenneth Stoakes, Loyal Protective 
Life. Also elected were Earl W. Mont- 
gomery, Provident Life & Accident, 
vice-president; Harry Anderson, Oc- 
cidental Life of California, secretary- 
treasurer, and Lloyd Peterson, Paul 
Revere Life, program chairman. Her- 
bert Rose, Unity Mutual Life & Acci- 
dent, was reelected to the board. 








Northwest Wisconsin Assn. of A&H 
Underwriters aided the Red Cross in 
recruiting and registering blood donors 
js a bloodmobile visit in Eau Claire, 

is. 











because it is the foundation of human need. 
| 


| Today, the force of human need 
| 


is felt through the spirit of 

freedom from dependence. And upon 
this spirit the strength of the life 
insurance industry has been constructed. 


This strength is the strength 





sms 


INSURANC 


William Elliott, President 





THE ETERNAL SPIRIT 


* Sreedom 


has wrought change over the centuries 


Philadelphia Life 


of our times. 


Se LS a SRE 


E COMPANY 


111 NORTH BROAD STREET, PHILADELPHIA 7, PA. 
Joseph E. Boettner, C.L.U., Executive Vice-President 


OVER A QUARTER OF A BILLION OF INSURANCE IN FORCE 








12 





February 1,-19) 





Davey Hits Drain 
of Taxes Slated for 
Department Budget 


Indiana, which has received national 
publicity for its refusal of federal 
handouts and where federal aid to 
schools has been vehemently debated 
as tantamount to federal interference, 
is litérally inviting such interference 
in the field: of insurance, W. J. Davey, 
recently retired ‘commissioner, told a 
farewell luncheon ‘given in his honor 


by six agents’ associations. 

Effective regulation in Indiana is 
impossible as long as the state con- 
tinues to drain off for general use 
direct taxes on policyowners, origin- 
ally levied to support regulation and 
supervision in their interest, Mr. Dav- 
ey charged. 

Less than 2% of the premium taxes 
and license fees on Indiana policy- 
holders go into the departmental budg- 
et, compared to a national average of 
more than 4% 

“Federal intervention in the insur- 
ance business has been prevented in 





“TWO BILLION ON THE LINE 
BY DECEMBER FIFTY- NINE” 


Here's how we're doing! 


INCREASE IN LIFE INSURANCE 
IN FORCE DURING 1956 


$291,902,238.00 


TOTAL LIFE INSURANCE 
IN FORCE 


$1,168,192,772.00 
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Charlie! 
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the past only by the McCarran act, 
which directs that the federal govern- 
ment shall step into insurance regula- 


tion only where the states do not regu- * 


late or are failing to do so effectively,” 
Mr. Davey pointed out. 


“This is a big insurance state. There 
is too much business here to supervise 
on the less than $200,000 a year budget 
on which we. have been trying to op- 
erate to date,” he stated. “For instance, 
even though the department is charged 
with analyzing every policy any com- 
pany wishes to sell in Indiana, we 
can’t even afford one man who devotes 
full time to policy analysis, let alone 
have. a policy analysis division such 
as is found in many states with less 
business to supervise than we have.” 

Mr. Davey said FTC is right now 
claiming jurisdiction over A&S adver- 
tising on the grounds that states are 
not regulating it effectively. “While I 
deny the charge as a whole,. because 
many states are doing an effective job 
of watching advertising, I’d hate to be 
called as a witness to the FTC case 
and: be.asked to state under oath that 
Indiana is doing all it should. We don’t’ 
have’ the: manpower to check every 
complaint about advertising, let alone 
to check every ad ruh,. as we should 
be doing,” he:said. ; 

- e e e° eS sf . 

‘Mr. Davey reported that. the job of 
commissioner in Indiana: .pays ..less 
than what second and third-line per- 
sonnel get in many other states, “and I 
won’t even mention how disgraceful 
other executive salaries in the depart- 
ment are :-because I don’t want to em- 
barrass the holders of those jobs.” 

Last year; according to M¥. Davey, 
the commissioner of Massachusetts 
held Indiana up from the platform of. 
an NAIC meeting as a prime example 
of starvation budgetting. “If you have 
any pride in your state, as I have,” 
the commissioner stated, “it’s depress- 
ing to have it cited to a national audi- 
ence as a horrible example.” 

Mr. Davey stressed that a larger 
budget for the department is not a 
matter of increased taxes. “Current 
taxes on policyowners in Indiana bring 
in.more money than could ever be used 
for regulation and supervision. All the 
department needs is to be allowed -to 
keep a few more dollars of the revenue 
raised by it instead of being bled white 
by having insurance tax revenues 
drained off for purposes for which the 
taxes were never imposed. 


“If the policyowners of Indiana— 
which includes almost every citizen— 
actually understood how the _ taxes 
they pay to support supervision for 
their protection: are being stolen for 
other uses, they’d storm the state 
house with squirrel rifle and shot gun,” 
Mr. Davey remarked. 





Equitable of Ia. Fete 
Hails 90th Anniversary 


Home Office employes of Equitable 


DALLAS, TEXAS 


iT E-1 U1. 7.N, [od a ot ob 


of Iowa celebrated at a banquet at the 
Hotel Fort Des Moines the 90th anni- 
versary of the founding of the company 
in 1867. 

In addressing the gathering, Presi- 
dent F. W. Hubbell briefly traced the 
history of the company through the 
years. Himself the oldest employe in 
point of service, Mr. Hubbell paid 
special tribute to the 86 members of 
the company’s Quarter Century Club 
for their contribution to this history. 

He noted that at that same time, 
each of the company’s 70 agencies was 
holding a similar banquet in a unique 





“Celebration Across The: Nation.”. .. 


Lincoln National to Ope 
Tex. Reinsurance Offic, 


A regional reinsurance office, the 
first in the life business to prov ide j in 
surance Client 
with complet, 
underwriting 
cilities on a wm 
gional basis, 

be established by 
Lincoln Nationy 
Life in Feb 

at Dallas. Th 
new office, to 
loeated in down. 
town Dallas x 
2006 Bryan streg, 
will be under th. 
direction of Dea 
A. Thomas, regional reinsurance: map. 
ager. Ernest F. Ehresman wil}:be re. 
gional underwriting manager-:. an 
Donald A. Pahl is reinsurance super. 
visor and assistant underwriter, 


The Dallas office «will commeny 
operations by serving only life com. 
panies domiciled in Texas, but will 
expanded in the future to includ 
other statés in the: south and south. 
west. Direct -teletype and .:telephon 
wire service will.‘be maintained be 
tween ‘the Dallas. office and Linco) 
National’s ‘home ‘office at Fort Wayne 
The staff of the Dallas office will: in- 
clude personnel’ erhployed from the 
Dallas ‘area’ and several people who 
are ‘moving to Dalles from Fort 
Wayne: 

Formal opening of the regional of- 
fice in March and will be attended by 
officials from the. home: office, -inclyd- 
ing President Walter O. Menge; John 
Phelps, ‘2nd ‘ vice-president in charge 
of reinsurance operations, and D. B. 
Semans, 2nd vice-president in che 
of underwriting. ut 





Dean‘. Thomas ‘” 





Tex. Governor Makes Four ' 


Insurance Suggestions 


AUSTIN—Four steps to tighten 
state regulation of insurance were: 
urged by Gov. Price Daniel in his first: 
formal méssage to the 1957 legislature. 
in which he commented on the “great 
improvements” made in 1955 but added: 
that the job “is not finished.” 

Specifically Gov. Daniel recom! 
mended that “either the board of in- 
surance commissioners should be re-' 
organized or its present operations 
improved and strengthened. . . There 
should be strict regulation of. all cor-' 
porations endowed with the public’ 
interest, especially insurance, securi- 
ties, loan and investment companies.” 

His other recommendations included 
the three proposals suggested last’ 
month by the legislative council: Ap- 
propriation of funds to employ ar 
cient examiners; strengthening 
panel statutes in relation to pemee 
practices in insurance and: securities, 
and the repeal of the law permitting 
operation of a joint trust, surety and 
fire insurance company. 

Gov. Daniel also urged an increase: 
in maximum benefits under the work- 
men’s compensation law in order to 
bring the state more in line with sim- 
ilar benefits in other states. 





Nationwide Men Win Miami Trips 
During Nationwide Life’s recent 
drive to achieve $1 billion of insurance 
in: force, 28 agents, 6 district sales 
managers, 2 regional production man- 
agers and 2 regional sales managers 
qualified for Janurary trips to Miami. 
Among those qualifying were. William 
Fultz, Greenville, O. agent; Paul B. 
Johnson, production manager and L. 
J. Brandt, sales manager, all 0. us’ 
Cincinnati region. As of last Nov. 30, 
the Cincinnati region was: leading 
of Nationwide’s 26 sales regions. 
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NEWS OF LIFE POLICIES 
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(CONTINUED FROM PAGE 9) 


rate of 2% will now be paid on all pro- 

s paid in a lump sum, from the 
gate of death to the date of settlement, 
if within a 1-year period. 

The change in plan rider has been 
fully revised, liberalized and built into 
the new’ policy. series as a contractual 
provision. Any policy may now be 
changed as.6f the original age and 
date, without evidence of insurability, 
to any form of higher premium or 
higher reserve .insurance. The premi- 
um paying period after the date of. the 
change has been- reduced from: 10 
years to five, and there is now no top 
age restriction in the change in plan 
provision. Changes to higher. premium 
policies after one year. may be made 
by paying only the reserve difference. 
No interest will be charged. 

The automatic premium loan rider 
has been .improved and included in 
the new policy series and the rein- 
statement provision has been broad- 
ened. 

First-year, dividends will.ngw be 
paid subject only to the payment of 
the first premium applicable. to the 
second policy year and it is guaran- 
teed that dividend additions will par- 
ticipate. A post-mortem dividend will 
be paid if death occurs after the first 
poli¢y year. 

When a change of beneficiary is re- 
corded at the home office, the change 
will take effect as of the date the 
nomination was signed whether or not 
insured is living when the change is 
recorded.“The . policyholder. can re- 
serve the right to change the benefi- 
ciary under a*supplemientary contract. 

Juvenile full: death: benefits will 
start at age six months.on graded 
benefit: policies at no increase in pre- 
mium. 

“New term riders added are a level 
term rider to age 65 and a family in- 
come rider also to age 65. 

State. Mutual claims that the new 
waiver and disability annuity rider is 
probably the only type of coverage in 
America today which, in combination 
with basic permanent insurance, pro- 
vides a genuine package of life and 
disability insurance. It guarantees $10 
monthly income for each $1,000 of 
basic policy, monthly income to age 
.65 during disability and coverage ter- 
mination date to age 60. The basic 
policy matures as an endowment at 
age 65 during total and permanent 
disability with full protection for all 
civilian aviation hazards and more 
liberal underwriting. 

Liberalizations in family income 
riders are such that $10 monthly in- 
come is provided entirely by the rider. 
On a $10,000 basic policy it is possible 
to select any amount of income from 
$25 to 3%' of the basic policy. There 
is no longer a fixed ratio of life to 
term. A 

The underwriting scope of addition- 
al death benefits has been expanded 
and liberalized within the present rate 
structure. The age range for this cov- 
erage has been increased from ages 
16 through 55 to ages 10 through 60 
and maximum coverage has been 
raised from age 65 to age 70. Reten- 
tions. have been greatly increased; at 
ages 20 through 50, retention has been 
doubled to $50,000. The additional 
death benefit may be equal to or less 


.than the face amount of: the: basic 


policy and the coverage will continue 
during disability. - 


Many other features have been 
adopted to make State -Mutual’s life 
policies the most liberal and most 
flexible it has ever offered. 





Guarantee Mutual to Pay 
Dividends on A&S Policies 


Guarantee Mutual Life will begin to 
pay dividends on A&S policies at the 
rate of 5% of the annual premium on 
A&sS policies which have been in force 
three years or more, and 5%. of the 
premium on hospitalization policies 
which have been in force five years or 
more. Ralph E. Kiplinger, president, 
said that the company’s experience 
with ‘A&S has been very favorable and 
even though the contracts do not call 
for payment of dividends, the savings 
have been realized and would be 
passed on to policyholders. Guarantee 
Mutual, which entered the. A&S busi- 
ness in 1948,'had an increase of 36% 
in A&S sales in 1956. Merrill Mial is 
superintendent of the A&S. ~~ 


Crown Boosts Dividend 
Scale by Average 19% 


Crown Life has generally increased 
its dividends, effective the first of the 
year. 

The new dividend scale, averaging 
19% greater, is the largest single in- 
crease ever made. On some policies 
the increases are as high as 30%. Div- 
idends left on deposit will accumulate 
at 3%, up 4%. 

The new scale resulted from higher 
investment earnings, increased sav- 
ings in mortality and revised adminis- 
trative procedures. 





Mass. Mutual Contract 


Rated Down for Women 


Massachusetts Mutual has “rated 
down” three years its “executive pro- 
tection” policy when issued to women, 
in view of the lower mortality on fe- 
male lives. The executive protection 
contract has a $15,000 minimum and 
the average amount issued is high. 

The 3-year lower age rating has 
been approved in 40 states, Hawaii, 
and District of Columbia. In Delaware, 
Maryland, New Jersey, Oregon, South 
Dakota, Texas, Utah and Washington, 
where approval has not been received, 


the executive protection policy is 
available to women at the former 
rates, and dividend adjustment will 
be made in recognition of the lower 
female mortality rate. 





Midland Mutual Issues 


Two New Special Plans 


Midland Mutual Life has introduced 
two new special plans, one the “exec- 
utive special,” a paid-up life at 95 
contract and issued in minimum 
amounts of $25,000, and the other, a 
five-year renewable’ term contract, 
available in amounts of $15,000 and 
over. - 

The executive special is offered 
standard at ages 0 to 75 and to sub- 
standard lives from 15 to 70. Optional 
features include accidental death ben- 
efits, offered at ages 10 to 60; dis- 
ability benefits (both waiver of pre- 
mium and a combination of waiver of 
premium and monthly income), of- 
fered at ages 10 to 55; and payor in- 
surance, available at ages 0 to 14 of 
insured. The five-year renewable 
term is issued at ages 15 to 60 and is 
offered to substandard lives up to 
tables’ D. Accidental death benefits 
are available at all ages of issue and 
waiver of premium disability is of- 

(CONTINUED ON NEXT PAGE) 
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Sure keeps a fellow on his toes nowadays, ; 
doesn’t it? 
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ly Industrial, variable annuities, split dollars, 
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fered at ages 15 to 55. Final renewal 
of the policy is term to age 65. There- 
after, it converts automatically to 
Midland Mutual’s preferred paid-up 
life at 85 contract. 


General American Lite 
Introduces Deductible 
Feature in A&S Cover 


General American Life has intro- 
duced a deductible feature for its 
personal A&S_ and_ hospitalization 
line. Its effect is to provide for sharply 
lower premiums in return for deduc- 
tible coverage similar to that used in 
automobile collision. 

The company announced that pre- 
miums on its basic accident and med- 
ical expense reimbursement policies 
would be reduced 35% by a deductible 
rider under which the holder of the 
deductible policy pays the first $50 of 
covered expenses. 

Premiums on deductible hospitaliza- 
tion policies issued by General Ameri- 
can will be 25% lower than premiums 
on the non-deductible hospitalization 
policies. The purchaser pays for the 
covered benefits for the first five days 
of hospitalization and is then entitled 
to the benefits the policy provides. 

Deductible hospitalization cover also 
contains several increases in benefits 
over the company’s basic hospitaliza- 
tion coverage. Daily hospital benefits 
are payable for 120 instead of the usual 
90 days. The ceiling for reimbursable 
miscellaneous hospital expenses is 15 
times the amount of daily hospital 
benefits selected—as against 10 times 
on a non-deductible policy. 

A pre-authorized check plan for low- 
cost monthly premium payments has 
also been introduced by the company. 
The plan will go into operation on a 
selective scale in March, and is ex- 
pected to be in wide use by fieldmen 
within a few months. 

The plan permits a policyowner to 
budget his life premiums monthly like 
any other family budget item. The 
policyholder signs a form authorizing 
General American Life to draw month- 
ly checks against his regular bank ac- 
count to cover premium payments. 

Policies sold with these plans are 
usually offered at 2% less than the 
normal direct payment policy—a re- 
sult of the savings in time and work 
involved in home office billing. 





Guardian Liberalizes 
Pension Trust Rules 


Guardian Life will consider for 
guaranteed issue underwriting all 
pension trust cases with at least 10 
lives initially eligible. Guaranteed is- 
sue limits have been liberalized and, 
in cases involving more than 25 lives, 
limits in excess of $20,000 may be 
offered. 

Other pension trust changes are: 

First year dividends will be paid 
on all PT series policies completing 
the first policy year in 1957; 

On deposits held by Guardian 
against the cost of exchange of life 
paid-up at 85 policies, for retirement 
annuities, excess interest of 1.1% will 
be allowed in 1957, increasing the to- 
tal interest rate to 3.1%. 

Further changes are being reviewed 
currently and will be made as soon as 
the studies are completed. 


United L. & A. Raises 
Non-medical Limits 


United Life & Accident’s non-medi- 
cal life limits, formerly a $10,000 max- 
imum for three age classifications, 
have been increased to $15,000, $12,- 
500, $7,500 and $5,000 for four age 





—= 


classifications of 0 to 25, 26 to 30, 31 ty 
35 and 36 to 40, respectively, for male, 
and females. 

Accident insurance will be issueq 
on a non-medical basis at all ages ang 
for all amounts. A&S will be issueq 
non-medically for ages 18 to 40, pro. 
viding that the total amount of Ags 
in force and applied for with the com. 
pany does not exceed $150 a month, 
Any A&S policy will be non-medica 
if a life policy applied for at the same 
time is non-medical. 


Offer Union Mutual Aé$ 
Non-Can in Puerto Rico 


Union Mutual Life has become one 
of the first companies to offer nop. 
cancellable, guaranteed renewable 
A&S in Puerto Rico. The Pope agency 
in San Juan will begin selling Ags 
immediately. 

A&S contracts to be offered selected 
risks of A-3 or better rating are the 
pioneer sickness or accident disability 
for 12, 18, 24, 36, 60 or 120 months, the 
pioneer accident only which is guaran. 
teed renewable to age 70 and the fam. 
ily hospital and major medical ex. 
pense policies. 





State Mutual to Pay 
12% A&S Dividend 


State Mutual Life will again pay a 
12% dividend to its A&S policyholders 
whose third and later policy anniver- 
saries fall in 1957, provided the ful 
annual premium has been paid for the 
policy year then completed. The divi- 
dend, same as in 1956, is payable in 
cash or it may be used to reduce the 
premium. 





American National Offers 
‘Full Family Protector’ 


American National is introducing 
the “full family protector,” a non-par- 
ticipating ordinary family type policy. 
The policy provides protection in units 
of life and term on family members. 
Each unit gives $5,000 whole life on the 
husband, $1,000 term on the wife if the 
same age as husband, $1,000 term to 
age 20 on each child and -$1,000 auto- 
matically on each additional child born 
thereafter when it reaches 15 days of 
age. 

Term insurance on wife is convert- 
ible at husband’s age 65 or prior death, 
and term on children is convertible 
up to five times the primary amount. 








AGENCY SECRETARY—Medium size Life and 
A&H company, part of stock group. Midwest. 
Light travel. Must have minimum 5 years 
home office experience in agency and pro- 
duction work. Correlate sales campaigns, as- 
sist in preparation of advertising, etc. A 
challenging position with a company well 
known for employee benefits. $9,000 
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Call or Write 
ED BOYDEN 
CADILLAC EMPLOYMENT AGENCY 
220 South State St. Chicage, Ill. 
— WAbash 2-4800 
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ACTUARIAL COMPUTING 
SERVICE, INC. 


. 684 West Peachtree 
rd “Street, N. W., Atlanta 8, 
Georgia, Telephone 

‘TRinity 5-6727. 
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HOME OFFICE CHANGES 





Pilot of N. C. Elects 
R. W. Donaldson V-P 


R. W. Donaldson, agency manager in 
the agency department of Pilot Life, 
pas been elected vice-president and 
manager of agencies. He joined Pilot 
in 1945 in Charlotte, becoming superin- 
tendent of agencies in 1949. 


Mutual Benefit Life 

John F. Sly, chairman of the depart- 
ment of politics and director of the 
princeton surveys at Princeton univer- 
sity, and Jarvis Cromwell, president 
and director of Iselin-Jefferson Finan- 
cial Co. and vice-president and director 
of Iselin-Jefferson Co. of New York, 
have been elected directors. Reelected 
to the board was W. Paul Stillman, a 
director since 1938 and chairman of 
Mutual Benefit Life since 1946. Mr. Sly 
and Mr. Cromwell succeed J. H. Thay- 
er Martin, a director since 1933, and 
Paul B. Sommers, who first was 
elected in 1938, both of whom declined 
to seek reelection. Mr. Martin and Mr. 
Sommers have been elected directors 
emeritus and, as such, will be available 
to the board for consultation. 


life & Casualty of Tennessee 

R. L. Wilkins, district manager at 
Natchez, Miss., has been named dis- 
trict manager at Jonesboro, Ark., suc- 
ceeding W. W. Yopp Jr., who has re- 
tired after 28 years of service with 
Life & Casualty of Tennessee. J. E. 
Hawthorne, staff manager at Tupelo, 
Miss., has been promoted to succeed 
Mr. Wilkins at Natchez. R. G. Thomas, 
Anniston, Ala., has been promoted to 
staff manager in Sylacauga, Ala. 


Rushmore Mutual Life 

Robert H. David has been appointed 
director of agencies for Rushmore Mu- 
tual Life. He had been agency secretary 
for eight years, joining the company 
after three years with Bankers Life of 
Nebraska. 


Philadelphia Life 

John T. Sheehan has been elected 
secretary to succeed Louis Myers, who 
has retired. Mr. Sheehan joined 
Philadelphia Life in 1954 and was ap- 
pointed assistant secretary in 1955. 


Pacific Mutual Life 


Charles E. Vance, formerly an ed- 
ucational assistant, has been appointed 
manager of sales promotion and train- 
ing for Pacific Mutual. 


Union Life 


R. Walker Barksdale has been pro- 
moted to assistant agency director of 
the ordinary department. Mr. Barks- 
dale joined Union Life in 1955 as 
agency supervisor, and prior to that 
time he had been an agent and general 
agent for two other companies. He has 
been director and secretary-treasurer 
of Little Rock Life Underwriters Assn. 
and president and secretary of Ar- 
kansas Life Underwriters Assn. 


Massachusetts Mutual 


Ogden R. Reid, president and editor 
of New York Herald Tribune, has been 
elected a director. Mr. Reid brings to 
Massachusetts Mutual an experience 
I journalism which began with Herald 
Tribune in 1940. He is co-author with 
Robert S. Bird of How Strong Is Amer- 
ica? The Score on National Defense 
and is also a director of several civic 
organizations. 

e appointments of Bruce M. Mac- 
Farlane as associate director of group 
sales, Donald E. Temple Jr. as associ- 


ate group secretary, Roger T. Hintze 
as assistant secretary, Peter I. Roesler 
as assistant director of group sales and 
Frank W. Hiller a training assistant 
in the agency department were erro- 
neously reported under the headline 
of another company in a recent issue 
of THE NATIONAL UNDERWRITER. They 
should have been listed as Massachu- 
setts Mutual appointees. 


National Life of Vermont 


Roy L. Johnson has been promoted 
from assistant vice-president to a vice- 
president, James E. Ledbetter, from 
chief security analyst to supervisor of 
securities, E. Reginald Murray, from 
agency comptroller to administrative 
assistant, and Donald W. Pine from 
chief investment accountant to assist- 
ant treasurer. 

Mr. Johnson is in charge of planning 
National Life’s new home office build- 
ing. 

Frederick G. Mehlman has been 
elected an attorney, Robert J. Cruden, 
chief investment accountant, and Wil- 
liam V. Boyd, assistant director of tab- 
ulating procedures. 

Mr. Mehlman was deputy attorney- 
general for Vermont, 1947-1952. 


Jefferson National Life 


Byron C. Johnson has been named 
assistant agency director. In insurance 
for 15 years, he formerly was regional 
life manager in Arizona and southern 
California for Reserve Life of Dallas. 


State Mutual Life 


William E. Hein, claims department 
manager since 1950, has retired for 
health reasons. He joined State Mu- 
tual’s audit department in 1922. He is 
a past president of International Claim 
Assn. and of Boston Life & Accident 
Claim Assn. 


Equitable Society 


Thomas A. Meaney has been appoint- 
ed director of group policyholder re- 
lations and Frank L. Duggan Jr., group 
annuity sales manager. Both these posts 
are new. Mr. Meaney joined Equitable 
in 1930, becoming director of the group 
annuity organization in 1953. Mr. Dug- 
gan, who joined the company in Pitts- 
burgh in 1941, was transferred to the 
home office at New York in 1953 as 
deputy director of group annuities. 


Life of Georgia 

Group operations have been insti- 
tuted with the appointment of Edward 
D. Lord as group manager and Wil- 
liam F. Morris as group underwriting 
manager. Life of Georgia has had a 
limited amount of group in force for 
several years, but no attempt was 
made at expansion. Initial sales efforts 
will be restricted to Georgia. Mr. Lord 
formerly was southeastern group man- 
ager of Sun Life of Canada. He joined 
Sun Life at Chicago in 1947 and trans- 
ferred to Atlanta in 1950. In 1952, he 
was with New York as district super- 
visor in Houston. Mr. Morris, in the 
underwriting department for 10 years, 
has been manager of general under- 
writing since 1952. 


Kansas City Life 


Ray B. Lucas, vice-president and 
general counsel of Kansas City Life, 
has retired as_ vice-president and 
member of the executive committee 
but retains his duties and title as gen- 
eral counsel and remains a member 
of the board. Succeeding Mr. Lucas 
on the executive committee is H. R. 
Carpenter, a board member and treas- 
urer of the company. Mr. Carpenter 
has been with Kansas City Life since 
1919. He has been treasurer since 1928. 

Other changes include the appoint- 
ment of Joseph R. Bixby to the board. 
Mr. Bixby has been assistant secretary 
of the company since 1950 and vice- 
president since 1955. He retains both 
these titles. 


North America of Richmond 


P. R. W. Roughton, with the compa- 
ny since 1945, has been named assis- 
tant vice-president. Russell W. Eanes 
and Robert E. Waller have been named 
manager of agencies and agency su- 
pervisor, respectively, at North Amer- 
ica’s home office in Richmond. 


Bankers Fidelity of Atlanta 


Paul T. Bell has been appointed di- 
rector of agencies of Bankers Fidelity 
Life. He entered the business with Life 
of Georgia in 1951 and has been south- 
ern agency director of Fidelity Union 
Life of Dallas since 1953. 


Ohio State Life 


Howard W. Kraft, vice-president 
and director of agencies of Ohio State 
Life, and David C. Morgan, vice-presi- 
dent and manager of mortgage loans, 
were elected directors of the company. 
Mr. Kraft joined the company in 1945 
as agency secretary, was appointed 


superintendent of agents in 1950, di- 
rector of agencies in 1955, and elected 
vice-president in 1956. Mr. Morgan 
went with the company in 1941 as as- 
sistant manager of mortgage loans. 
He left the company in 1956, rejoined 
it in 1955 as mortgage loan manager, 
and became a vice-president in 1956. 
Mutual Trust Life 

William N. Georgeson has been 
named assistant vice-president and 
assistant manager of the bond divi- 
sion, and J. Evans Whiting, eastern 
operations manager, has been appoint- 
ed regional vice-president of sales for 
Mutual Trust Life. Dr. Robert B. 
Schlesinger has been named medical 
director, replacing Dr. A. A. Willander 
who became medical director emeritus. 
American Life 

Vice-president Randolph E. Brown 
has been elected a director. He is also 
vice-president in charge of agencies 
and production of American Surety, 
parent company of American Life. 


West Named Head 
of Towers, Perrin, 
Forster & Crosby 


Walter H. West Jr. is the new presi- 
dent of Towers, Perrin, Forster & 
Crosby, Philadelphia actuaries, em- 
ploye benefit plan consultants, and re- 
insurance brokers. Mr. West was vice- 
president in charge of the reinsurance 
division. He succeeds the late John 
A. Towers. 

Vice-president J. H. Shreiner was 
named treasurer, Keath P. Gibson be- 
came a vice-president, and William J. 
Hodge was named secretary. Raymond 
M. Woolard was named to succeed 
Mr. West as vice-president in the re- 
insurance division. Charles S. Man- 
ning, head of the Chicago office, was 
made a vice-president in the employe 
benefits division. 











Honor Detroit “Men of the Year” 
Detroit Life Agency Management 
Assn. honored 49 “men of the year” 
recently at a banquet at the Detroit 
Athletic Club. The speaker was_ Wil- 
liam King, general agent for Fidelity 
Mutual Life of St. Louis, whose topic 
was “There is No Substitute for Life 
Insurance.” The 49 men were selected 
because of “their contribution to agen- 
cy morale, their loyalty to company 
and agency, and for their able and 
conscientious service rendered to their 
community and to their policyholders.” 
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In 1957, Modern Woodmen enters its 75th year of service to the American family. 
We approach our 75th anniversary with a sense of pride in our achievements, and 
a deeper sense of obligation to those hundreds of thousands of Americans who 
placed their confid 





As we continue to provide a broad program of life insurance protection, we 
shall further develop our agency force through constant training in modern 
techniques of life insurance counselling. 
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CHANGES IN THE FIELD 





Equitable Society 


Named unit managers by Equitable 
Society are Richard F. Ellis, Newark, 
N. Y.; James M. Gallagher and Rich- 
ard E. Keever, Washington, D. C.; Cal- 
vin D. Kanter, Chicago; Robert L. Lev- 
in, San Francisco; Raymond P. Over- 
turf and Wilbur H. Schneider, Colum- 
bus, O.; and Raymond J. Walsh, Bay 
Shore, N. Y. 

Donald L. Rudeen has been promot- 
ed from assistant cashier to cashier at 
Albuquerque, to replace Loam D. 
Brown, who has joined the field audit 
staff. Mr. Rudeen joined Equitable So- 
ciety as a student in its administrative 
training course at St. Louis in 1949. 


Mutual of New York 


Arthur E. McCourt and Roger V. 
Peterson Jr. have been named broker- 
age supervisors in the Meehan agen- 
cy at Boston and the Eve agency at 
Los Angeles, respectively. Mr. McCourt 





tual since 1954. Mr. Peterson, in in- 
surance at Los Angeles since 1947, has 
operated his own brokerage business 
since 1951. 


Paul Revere Life 


Paul E. Dewey 
has been named 
general agent at 
Seattle. He has 
been manager of 
life insurance 
sales since joining 
Paul Revere in 
1954. He previous- 
ly was with Mu- 
tual of New York 
as an agent and 
district manager. 


Paul E. Dewey 


Great-West Life 


R. A. Reason has been appointed 


entered the business with State Mutual supervisor at Detroit for Great-West 
at Boston seven years ago and has been Life. He has been with the company 
brokerage manager of Connecticut Mu- since 1955. 
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The experience and resources of the Sun Life of Canada are 
readily available in communities throughout North America 
to those seeking individual or family security through the sure 


Branch offices in 41 states, the District of Columbia and 
Hawaii, and from coast to coast in Canada. 


Insurance in force—$61% billion. 


SUN LIFE ASSURANCE COMPANY 
OF CANADA 


HEAD OFFICE 
MONTREAG 











YOUR 


FOREIGN PROBLEMS 


ARE OUR 


“DOMESTIC” CASES 


For over 30 years we have specialized in life insurance of 
all kinds on foreign risks — ordinary as well as group em- 
ployee benefit plans. American Life branch offices and 
agencies encompass much of the world — our mail service 
and affiliated companies cover the rest. Don’t pass up your 
foreign prospects! Just write or call: 








/— AMERICAN LIFE 





825-827 Washington Street, Wilmington, Delaware 


Business Men’‘s Assurance 


Robert Swisher, formerly with Bus- 
iness Men’s Assurance at Memphis, 
has been transferred to Chicago as 
manager of a new district with offices 
at 327 South La Salle street. Mr. Swis- 
her entered insurance three years ago 
with B.M.A. at Memphis. 


Northwestern Mutual Life 


The Denver general agency of North- 
western Mutual Life will be head- 
ed by John “5S. 
Stobbelaar, who 
has been assistant 
director of agen- 
cies in the com- 
pany’s home of- 
fice. He succeeds 
Ralph L. Theisen, 
under whose 
leadership the 
Denver agency 
established an all- 
time sales record 
in 1956, and who 
plans to continue 
with the agency as a special agent. A 
graduate of the LIAMA management 
school, Mr. Stobbelaar joined North- 
western Mutual in 1945, as a special 
agent in Marquette, Mich. As assistant 
director of agencies, he has supervised 
company agencies in the western 
states and on the east coast. 


Pacific Mutual Life 


Six group field personnel appoint- 
ments have been made. They are J. 
Frank Todd, manager, Los Angeles 
group, to southwestern regional group 
supervisor; H. Eugene Reynolds, as- 
sistant manager to manager of Los 
Angeles group; Walter Roche Jr., man- 
ager, Phoenix group, to assistant man- 
ager of Los Angeles group; James H. 
Cartwright, home office representa- 
tive, to manager, Chicago group; Rich- 
ard M. Russell, home office representa- 
tive, Los Angeles group to manager, 
Phoenix group, and John Damon, home 
office representative Denver group, to 
home office representative, Los An- 
geles group. 


New York Life 


John Cimaglia has been appointed 
manager at Plainfield, N.J. Plainfield, 
formerly a district office, has been giv- 
en regular branch status. Mr. Cimag- 
lia, who has been associate manager 
at Plainfield, joined New York Life in 
1951 at New York. He later served as 
assistant manager and then as train- 
ing supervisor for the greater New 
York division. 





John S. Stobbelaar 


Prudential 


Sydney Loewenthal, metropolitan re- 
gional supervisor in the ordinary agen- 
cies department, has been named man- 
ager at New York to succeed Richard 
N. McFadden, who has been appointed 
director of agencies for New York City, 
Long Island and Westchester county. 
Mr. Loewenthal joined Prudential at 
Newark in 1950 and advanced to asso- 
ciate manager. He went to the home 
office as a training consultant in the 
ordinary agencies department in 1955. 


North American of Chicago 


James J. Smith has been named gen- 
eral agent for North American Life of 
Chicago at South Bend, serving that 
city and the northern Indiana area. 


New England Mutual Life 


David Rose has been appointed su- 
pervisor of the Geiger agency at New 
York City by New England Mutual 
Life. 


Connecticut General 


Nelson C. Krum has been named 
manager at Denver to succeed C. Earl 
Davis, who will devote his time to per- 
sonal production. Mr. Krum has been 
assistant superintendent of agencies. 
He joined Connecticut General in 1948 
at Pittsburgh and later served four 





—> 


years as assistant manager at Newark 
Mr. Davis joined the company as map. 
ager at Denver in 1940. He is a CLy 


General American Life 


A new general agent, a district gr 
manager and an agency supervisy 
have been appointed. The three ap 
Marvin J. Buersmeyer, general agen; 
at Omaha; William E. Biggs, distrig 
group manager for the Nebraska-Ioy; 
territory, and Francis B. Perdue, yy. 
pervisor of the Abilene (Tex.) agency, 
Mr. Buersmeyer, who has been directy, 
of Omaha agencies, joined Gener 
American Life in 1948 as a home offig 
trainee. He succeeds the late Fran 
McDevitt at Omaha. Mr. Biggs, wh 
has been a group representative with 
the St. Louis district group office, wij 
also have headquarters at Omaha fy 
his new post. He joined the compan 
in 1954. Mr. Perdue joined the com. 
pany at St. Louis in 1953. 


Security-Connecticut Life 


D. J. Robertson has been appointe 
general agent in Oakland, Cal. He ep. 
tered the business in 1946 and joing 
Northern Life in 1950. The Security. 
Connecticut agency is at 1404 Frank. 
lin street. 


Guardian Life 


Lewis E. Hargreaves has 
named manager of Guardian Life a 
San Diego. He en. 
tered the business 
with Liberty Mu 
tual in 1946 and 
joined Equitable 
Society in Sa 
Francisco in 1948, 
He has been a di- 
vision manager of 
Prudential in San 
Francisco since 
1952 


Henry A. Depp 
has been appoint- 
ed manager at 
White Plains, N. Y. 
The Guardian office, without a man- 
ager for several months, has _ been 
moved from 31 to 107 Mamaroneck 
avenue. Mr. Deppe, in the business at 
White Plains since 1947, has been with 
Massachusetts Mutual. He is past pres- 
ident of Westchester County Assn. of 
Life Underwriters and White Plains In- 
surance Agents Assn. - 

The first group sales office has been 
opened. Located at 150 Broadway in 
New York City, it serves the metropol- 
itan area, including territory covered 
by agencies in New Jersey, Long Is- 
land and Westchester county. This 
marks Guardian’s entry into the group 
field. William W. Mauke has been 
named regional group manager in 
charge of the office. He entered the 
group field at New York in 1950 and 
has been in charge of State Mutual's 
group office in Newark. 


L. E. Hargreaves 


John Hancock 


New district offices have .been 
opened at Monmouth, N.J., and Pough- 
keepsie, N.Y. Fred Scott Jr., regional 
supervisor in Hancock’s east central 
territory since 1951, has been appoint- 
ed manager at Monmouth. He joined 
the company in 1946 at Philadelphia. 
Archibald Lammey Jr., assistant dis- 
trict manager at Yonkers, has been 
named manager at Poughkeepsie. He 
ong the company in 1952 at Yon- 

ers. 


Union Central Life 


Paul V. Severin, former North Caro- 
lina All-American football end and 
with Massachusetts Mutual Life at 
Richmond, Va., since 1952, has been 
appointed manager there for Union 
Central Life. 


Old Security Life, Kansas City 


William S. Krueger has been ap- 
pointed sales manager. He has 
regional representative responsible for 
Old Security Life sales in five states. 
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(CONTINUED FROM PAGE 3) A 


Retirement Plan to Reflect Dollar-Value Change 





ae . 
neered the variable annuity principle. 
At retirement, investors in CREF’s 
have the option of converting to a 
guaranteed-dollar annuity issued by 
Teachers, instead of receiving. varia- 
ple, non-guaranteed income from 
CREF’s variable annuity. 

The new retirement program is now 
available in California, Delaware, Dis- 
trict of Columbia and Pennsylvania. It 
will be sold by Standard Life agents 
who wish to meet the applicable fed- 
eral and state requirements for secur- 
ities salesmen. 

Shares in Advisers Fund are avail- 
able on an individual purchase basis 
or in accordance with its “systematic 
accumulation plan.” The purchase 
charge on both types of plan is the 
same, ranging from 8.75% on sales in- 
volving less than $7,500 down to 4% 
on sales involving $50,000 or more. 
Each purchase pays its own way. 
There is not the “front-end load” that 
imposes a penalty for non-completion 
of the usual type of periodic purchase 
plan. 

It is possible for completion of the 
accumulation plan to be guaranteed 
through decreasing term insurance. 
Standard Life will eventually make 
this available in states where the laws 
and supervising authorities permit. 

Management of Advisers Fund is in 
the hands of its officers and directors, 
assisted by Associated Advisers Man- 
agement Corp. as investment adviser. 
Standard Life owns a majority stock 
interest in Associated Advisers Man- 
agement Corp. but will confine itself 
to advising on general policy and will 
have no part in active operations. 


Advisers Fund, Inc., was incorpo- 
rated in 1950 under the laws of New 
York. Its assets on June 30, 1956, were 
$1,212,259. The purchase charge is 
not applied to any purchases of shares 
out of dividends payable to share- 
holders by the fund. An adopted poli- 
cy of the fund is to pay its share- 
holders the fund’s net securities prof- 
its and substantially all its net invest- 
ment income so as to qualify for the 
favorable tax treatment accorded cer- 
tain investment companies by the in- 
ternal revenue code. The redemption 
value of shares depends on the mar- 
ket value of the portfolio at time of 
redemption, hence there is no guaran- 
tee or representation concerning the 
amount the shares will be worth on 


redemption. There is no_ penalty 
charge for redemption. 
In the systematic accumulation 


plan, the investor can make regular 
(but purely voluntary) investments of 
$20 more more a month, or $50 or more 
each three months, six months, or 
year. 





Panel Gives Outlook 
for ‘57 at Chicago 


(CONTINUED FROM PAGE 4) 
pecially the lawyers. This is a real 
problem on both the state and federal 
levels. Legislation in the states that 
for years has been introduced but has 
had trouble getting out of committee 
will make its way to the floor in the 
future, Mr. Arrington said, because 
Many of the new legislators are not 
familiar with the problems inherent 
m some of the solutions presented to 
Meet such issues as non-occupational 
disability. 

These measures may have to be ar- 
gued out on the floor on their merits, 
and when that happens the diréction 


the bills will go is unknown: He men- 
tioned that two years ago the compul- 
sory disability bill in Illinois was on 
the floor and the proponents were giv- 
en a chance to have their say and their 
arguments turned out to be weight- 
less. That put an end to the considera- 
tion, but the bill has been introduced 
ever since and will probably come up 
again. — 


A. N. Guertin, in his discussion of 
the life insurance outlook, noted that 
1956 eclipsed all previous records, with 
insurance in force up 12%, new busi- 
ness up 12%, premiums up 6% and to- 
tal in force of $415 billion. The busi- 
ness is basking in increased interest 
rates. He said tight money is good for 
the life insurance business and is good 
for many other facets of the economy 
as well. 

Life insurance companies have held 
their own in relation to the expanding 
economy, Mr. Guertin said, with dis- 
posable income at about the level of 
previous years. The business has rec- 
ognized improvement in mortality and 
in the rate of interest on new invest- 
ments as they operate on the cost of 
insurance for both participating and 
non-participating forms. 

One of the developments last year 
was the grading of premiums by 
amount of insurance. Mutual partici- 
pating companies are increasing their 
dividends. Female risks are getting 
lower rates as their improved mortal- 
ity record indicates they should, and 
a new mortality table was developed 
that is awaiting a decision by the com- 
missioners. Mr. Guertin said this latter 
item is a “development of great im- 
portance” in the matter of equity to 
policyholders. 

In the coming year, he added, the 
income tax problems will be a hot is- 
sue in Washington, with the FTC and 
the SEC also interested in the busi- 
ness. There may he revisions in the 
federal employe group program, and 
there is agitation to obtain solid rul- 
ings on the solicitation of service men 
on military reservations. Another item 
up for consideration is the preferential 
tax treatment of self-insured retire- 
ment plans, and to this can be added 
such questions as amendments to the 
social security law, the voluntary ap- 
proving of A&S risks, the proposed 
anti-merger bill and the question of 
interest rates on veterans administra- 
tion loans. 

In the states, he predicted there will 
be tax fights and there will also be 
problems of group cover together with 
study of several new insurance codes. 





FTC Holds Against Craftsman 


WASHINGTON—Federal Trade 
Commission has adopted, with modi- 
fications, the decision given last Au- 
gust by its hearing examiner in the 
Craftsman case. The examiner ruled 
that Craftsman had been using false 
advertising and that it should not do 
so any more. The FTC vote was three 
to one, with Chairman Gwynne dis- 
senting and Commissioner Tait not 
participating. 

The order required that coverage 
descriptions in advertising include full 
explanations of policy limitations and 
exclusions. 





Lester O. Schriver, managing direc- 
tor of National Assn. of Life Under- 
writers, addressed a meeting of em- 
ployes of Republic National Life. Pres- 
ident Theodore P. Beasley, presented 
service awards to several employes 
during the gathering. 
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(CONTINUED FROM PAGE 2) dends; $650,000 for contingency re- Lafayette Life sales during 19 ; 

ae a mar 2 serves for future settlement options, @mounted to $34,982,216, an increg, Feb. 2' 

$2.3 billion, up $211 million, consisting 452 greater than 1955. Average size and $2,723,000 added to surplus. of 18% over 1955 and just about tri . 
of $2 billion of ordinary, $151 million ordinary policy in 1956 was $6.224 The company will enter the group the production of four years ago. Drasti 
of group and $129 million of individu- compared with $5,977 in 1955. The field early this year. year closed with $152,907,318 of ip. The 1 





al deferred annuities. company’s A&S production was up surance in force, an increase of $]g. tt, 
275,638, or 11.9%. Assets at the oan commit 


say: 31.5%. The company’s group depart- } 
Assets rose to $716 million, up $63.5 ment, which began operaiions last NATIONAL LIFE, VERMONT the year were estimated at about $2. will hol 











million. The net rate of interest earned jya : : i he : , in senat 
y 1, wrote $13,034,963 of group National Life of Vermont’s life sales 500,000, an increase of approxima 
on investments was 4.59%, up .12%. business in 1956 totaled $248,501,890, up 14.6 10% over 1955. Lafayette Life ny several 
— . sie ’ ’ ’ . ’ é “ » Wi i 
Dividends to policyholders were up Assets increased $5,622,333 to a rec- and set a a for the fifth _Stniond entered four more states in 1938 = 
$500,000. ord $87,262,329. Reserves increased tjye year. Insurance in force rose to 4 total of 20, has made plans for th “The 
$4,263,674 to $68,385,984. More than $1,844,248,052, up 10%. construction of a new home Office jy among ¢ 
MANHATTAN LIFE cute ea to policyowners — Assets totaled $61,850,776, up 7%. 1957. pital, ™ 
Manhattan Life sales in all lines, in- : Surplus rose to $40,285,193, up $3,076,- could be 
cluding revivals and increases, in 1956 PHOENIX MUTUAL LIFE wine a panicle oo was added to the CONFEDERATION LIFE cost. Gu 
“ taled a record $246,692,753, up 52%. voluntary security valuation reserve = ©. saderati se.) ; cancellal 
to c dee ade : ’ : : to put these reserves at the maximum onfederation Life’s 1956 life salg Id h 
Insurance in force climbed to $877,- Phoenix Mutual’s ordinary life sales pu : : totaled a r d $233,721 wou 
779,933, up a record 39%, and included in 1956 amounted to a record $213,- required by the portfolio. Set aside to ed a record $233,721,811, up 20%.) yidual p 
$52,621,760 of Expressmen’s Mutual 325,000, up 33%. meet 1957 dividends was $13,935,000, consisting of $14,794,914 of ordinay} of the 2 
Life business which Manhattan Life Insurance in force climbed to $1,- UP $1,615,000. : and $23,614,326 of group. 25% gre 
reinsured at year’s end. 618,243,000, up a record $136,436,000. The company earned a gross interest Life insurance in force rose to $1, A hea 
Admitted assets rose to a peak $125 Premium income from _ new policies rate on 1956 investments of 4.22%, up 765,300,000, up a record $213.9 mj. 0 4 Se 
million, up $25 million. was a record $9,270,000, while total .22%; 3.94% after expenses, up .18%, lion. Group in force reached $54] duced b; 
} premium income was $63,351,000. = gees yi a eee o. up 102,901, up 35%. , 
_ A4a%. e difference between 3.64% = 
OHIO STATE LIFE Assets rose to $752,747,000, up $36, “ : ’ Individual and group annuity ¢qp. 
640,000. Payments to policyholders to- actual earning rate, and 2.59% rate tracts guaranteed annual payments ¢ South 


Ohio State Life’s new life business taled $42,029,000, of which 75% was needed to meet interest requirements, 
in 1956 amounted to $62,583,097, ex- paid to policyholders and 25% to ben- produced a factor of safety and con- $22,714,181, up $2,311,237. Annual pr. Cong! 


ceeding the company’s 50th anniver- eficiaries. tributed to the dividend scale. miums for group A&S reached $f, of Tor 
sary goal of “Fifty Million for Fifty | New investments totaled $78,440,- The present high money rates, ac- 382,786, up $539,581. 
Years in Fifty-Six” by more than 25%. 000 at a gross annual rate of return cording to President Deane C. Davis, Total income was $66.7 million, w The 3 


Total life insurance in force increased of 4.56%, the highest obtained in stem from a slower rate of saving in $4.9 million. Assets totaled $361.7 mj. | sales C0! 
$42,043,970 to an all-time high of many years. The net return on total recent years which has curtailed the jion, up $20.6 million. The overall j geles Li 
$351,738,606, an increase of over 13 % investment holdings, before federal supply of available funds, a great de- terest return on invested assis z held Fek 


ici % i mand for capital to fi i : 
over 1955. A total of 116,283 policies taxes, was 3.62%, the highest capital to Iinance expansion 4.55% before investment expense, any 

















































































































were in force as of Dec. 31. achieved since 1934. The yield after of industry, public works and purchase ; 
Ordinary life production in 1956 federal taxes was 3.33%. of consumers’ goods, and the actions 29d was 5.16% on new investments] N. Woo 
reached $48,935,185, and was $7,670, As a result of favorable experience of federal reserve system to combat New mortgage loans of $18.9 millin] General 
inflationary pressures by not easing produced an increase of $11 milli f is Sellir 
credit. The federal agency’s efforts de- after repayments of $8 million. Ralph C 
serve the support of every holder of a agent fo 
life insurance policy, annuity and oth- author 4 
ACTU ARIES er fixed dollar obligation, he said. MUTUAL TRUST LIFE aed oo 
Mutual Trust Life has reported | “odo 
A ; ¥ _ iy 
Travelers peavey and annui- $542,849,341. during 1956, "New but gain 
CALIFORNIA ILLINOIS (Cont.) BB ozy premiums in 1956 totaled $115,992,- ee Oo a Se ness?”; | 
000, up $3,958,000, while group life and 48S¢ts increased $9 million to a total | ager at 
COATES, HERFURTH & CHASE CONOVER & CO. annuity premiums totaled $121,160,000, ° $175,524,964. The company’s assets produce! 
y s Consulting Facet up $4,553,000. ? and insurance in force increased al tate Ple 
ENGLAND and Individual A&S premiums totaled panes dep while — office adminis- | Jnterest, 
$177,403,000, up 28,246,000. e expenses showed a rise of only| yyutual 
CONSULTING ACTUARIES .er Insur ae Accountants sei Written premiums in all Travelers shia ing the ] 
Sen Franc ae * ns ie’ . Michigan Ave. Chicago 4, Ill.{] group lines totaled $858,531,000, up 9 <= | _Insuranc 
cisco ver geles Telephone WAbash 2-3575 $63,266,000. File Real Estate Bill in Tenn. Mr. O 
Life raerenee in force rose to $18.7 A ~ > ye foreign life comp- veges 
i) billion, up $1.5 billion. anies to file the same information as{ an e 
G A.=-V A.=-N.Y. IOWA “ ae compan in regard to their} Baker, 
GREAT SOUTHERN LIFE real estate holding has been introduced geles, “ 
in Tennessee legislature. A i Out Pla 
BOWLES, ANDREWS & TOWNE TAYIOR AND TAYLOR Great Southern Life at the end of process bill Fn has been sntrodae New En, 
ACTUARIES CONSULTING ACTUARIAL AND pe yoo a total . nen figure pes : the Pro 
,328,897, a gain for the year o Farrar J 
eaasrone- cond IBM STATISTICAL SERVICE $60,063,402. New life business for the «| th 
Manag t Itants : 814 American Bidg. year amounted to $104,606,083, of BANK L tives,” a 
RICHMOND ATLANTA NEW YORK Home Office Ceder Rapids, lowe || which all but $799,524 of group busi- ON pBlnin — geles la 
= ness, was issued on regular rate book RENEWALS ferred C 


plans under 16,552 individual policies. 


GEORGIA & INDIANA & | 
. KANSAS CITY LIFE THREE OR FOUR Md. Bi 
MICHIGAN NEBRASKA New business in 1956 totaled $153,- viento. Premit 





















































































































































004,291, a larger amount than in any UNDERWRITERS CREDIT & rn 
ALVIN BORCHARDT & COMPANY Haight, Davis & Haight, Inc. || previous year, bringing total insurance GC A bill 
CONSULTING ACTUARIES Consulting Actuaries in force to an all-time high of $1,188,- ner See Ditten 
= Ane = 351,594. Payments to policyholders and 340 Pine Street, San Francisco 4, California | std 
INSURANCE ACCOUNTANTS ARTHUR M. HAIGHT, President miggcncesies ger —— or i ae Southern California & Arizona Branch Office Marylan 
a record. Assets increased to - - - : 
= cares a one sgn too Dagon Indianapolis Omaha 110,384. Reserves totaled $306,633,645, 9935 Sante Monica Bivd., Beverly Hills, Calif. gate M:z 
. - GA. and the company’s capital, special from 1 t 
NE YORK continnenes = and unassigned sur- sideratio 
W plus increased by $3,253,555 to a total 
ILLINOIS of $30,993,765. Interest on assets for MAN AGEMENT 
—_ Consulting Ac : seg) Sg 3.74% compared with a 3.70% CON SULT ANTS N 
‘ maeiatel or 1955. e" 
. [ CARL A. TIFFANY & CO. Auditors and Accountants}| A semi-annual dividend of $4 was Miz 
CONSULTING ACTUARIES eclared by the board Jan. 21, which 
ES Wolfe, Corcoran & Linder oe oe hyoos a ar gene rages oH O’TOOLE ASSOCIATES A ne 
acker Drive O ast year. new $2. 
CHICAGO 6 116 John Street, New York, N. ¥.|| addition to jen tienes office is expected Management Consultants = Min 
‘Telephone CEntral 6-1288 to be completed by mid-summer. To Insurance Companies agg 
Established 1945 ° 
PENNSYLVANIA INDIANAPOLIS LIFE SOG iene tocenee ream 
. : a veens lage 29, N. Y. roker: 
Consulting Actuari Indianapolis Life reached and 
Harry S. Tressel & Associates ~ j Fmomeminrnd passed the $100 million mark in ttl —™==: — —— carte 
Consulting Actuaries : ganizat 
10S. LaSalle St.. Chicago 3, IIlinols E. P. HIGGINS AND assets during 1956. The largest volume |/ BOWLES, ANDREWS & TOWNE 
Harry S. Tressel, M.A.1.A. Irma Kramer COMP ANY of new business ever also was pro- z qq 
M. Wolfmon, FSA. Wm. P. Kelly duced in 1956, bettering the previous ACTUARIES the ne 
M. A. Moscovitch, A.S.A. D. W. Sneed Eup ee. ane Gocosintes) ding annual record set in 1955. The field Insurance Company be obt 
FRanklin 2-4020 Clayton Williams Philadelphia 6, Pa. force was expanded and operations Management Consuitants derwri 
= were extended into Florida and Ken- york Fourth 
tucky. An increase similar to 1956, or |} ®CHMOND viaeantens vised Price $ 
even better, is expected in 1957. SS ee 
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Metcalf Committee Sets 
Feb. 27 for Hearing on 


Drastic Proposals 


The New York legislature’s joint 
committee on health insurance plans 
will hold a hearing Feb. 27 at 2 p.m. 
in senate chamber at Albany to air 
several A&S bills framed by the com- 
mittee, headed by Sen. Metcalf of Au- 
he proposed legislation would, 
among other things, provide that hos- 
pital, medical and surgical contracts 
could be written only on a guaranteed 
cost. Guaranteed renewable and non- 
cancellable basis for life. Group plans 
would have to be convertible to indi- 
vidual policies providing at least 75% 
of the group benefits at not more than 
25% greater cost. 

A hearing was held last November 
on a series of five similar bills intro- 
duced by Sen. Metcalf. 





Southern California Sales 
Congress Boasts List 
of Top Notch Speakers 


The 30th annual southern California 
sales congress, sponsored by Los An- 
geles Life Underwriters Assn., will be 
held Feb. 5 at Occidental college near 
Los Angeles. Heading a list of na- 
tionally known speakers is Benjamin 
N. Woodson, president of American 
General Life, whose topic is “Service 
is Selling.” Other speakers include 
Ralph G. Engelsman, former general 
agent for Penn Mutual Life, insurance 
author and conductor of sales schools 
for local associations across the nation, 
who will discuss “Making Money Now 
—Today”; Frank Carmody, Metropoli- 
tan Life, San Pedro, “Is Your Growth 
Matching the Growth of Our Busi- 
ness?”; Edwin G. Davies, branch man- 
ager at Los Angeles and leading U.S. 
producer for Manufacturers Life, “Es- 
tate Planning Around the Business 
Interest,” and Jack O’Neill, Provident 
Mutual Life, Los Angeles, “Apprais- 
ing the Human Asset for Personal Life 
Insurance Planning”. 

Mr. O’Neill also will moderate panel 
discussions in the afternoon. Panelists 
and their topics include Richard M. 
Baker, Mutual Benefit Life, Los An- 
geles, “Keyman Insurance and Buy- 
Out Plans;” William M. Shelton Jr., 
New England Life, Los Angeles, “. .. 
the Professional Man;” H. Gordon 
Farrar Jr., Northwestern Mutual Life, 
“,. the Executive and Jr. Execu- 
tives,” and John R. Suckling, Los An- 
geles lawyer, “Split Dollar and De- 
ferred Compensation Plan.” 


Md. Bill Would Double 


Premium Taxes to 4% 


A bill to increase from 2 to 4% the 
premium tax on all lines of insurance 
written by domestic and out-of-state 
companies has been introduced in 
Maryland house of delegates by Dele- 
gate Mandel. The bill would boost 
from 1 to 2% the tax on annuity con- 
siderations. 








New Hand Book for 


Missouri Is Published 


A new Underwriters’ Hand-Book 
of Missouri has just been published 
by The National Underwriter Com- 
pany. It provides complete and up- 
to-date information on the agencies, 
brokers, companies, field men, gen- 
eral agents, groups and other or- 
ganizations affiliated with insur- 
ance throughout Missouri. Copies of 
the new Missouri Hand-Book may 
be obtained from the National Un- 
derwriter Company, at 420 East 
Fourth street, Cincinnati 2, Ohio. 
Price $12.50 each. 








See Court Test in Nationwide-NW Nat'l. Tussle 
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have made no show of its holdings at 
the meeting, which are reported to 
have reached 111,796 shares, a major- 
ity. If Nationwide intended to prevent 





Northwestern National is both stock 
and mutual in its corporate structure. 
Assets are owned by the company as 
a whole but for accounting purposes 
are allocated between the stock and 
mutual departments in accordance 
with the respective interests of the 
two departments. Dividends to stock- 
holders are payable only from earnings 
in the stock department. All earnings 
in the mutual department accrue to 
holders of participating policies. Stock- 
holders are entitled to one vote for 
each share of stock, and each partici- 
pating policyholder is entitled to one 
vote for each $1,000 of participating 
insurance up to a maximum of 100 
votes. 





the holding of a meeting by not having 
its majority shares represented, it 
failed to accomplish this, being out- 
maneuvered by Northwestern’s vali- 
dation of the big pro-management vote 
of policyholders. 

In the face of the objections from 
Nationwide attorneys, the Northwest- 
ern stockholders reelected five direc- 
tors, all of Minneapolis and allied with 
the present management. They are Ed- 
gar F. Zelle, president of Wisconsin 
Central Railroad; Mr. Pillsbury; Totton 
P. Hefflefinger, president of Van Du- 
sen-Harrington; Bruce B. Dayton, ex- 
ecutive vice-president of Dayton Co., 
a Minneapolis department store, and 
Thomas M. Crosby of General Mills. 
Five of the 15 directors are named at 
each election. 

Before the meeting, J. Fred Schoel- 
kopf of Dallas, who had been a direc- 
tor for a term expiring in 1959, sold 
all his stock and resigned. The board 
elected Harry E. Atwood, Northwest- 
ern executive vice-president, to fill 
this vacancy. Mr. Atwood previously 
had been elected to the board to fill 
the vacancy for a term which expired 
this January. 

Nationwide representatives have re- 
fused to comment on possible court 
action, but Nationwide’s investment in 
Northwestern is now said to be in ex- 
cess of $10 million and there is no in- 
dication it will withdraw from the 
fight. As the result of this week’s 
meeting, Nationwide has no represen- 
tation on Northwestern’s board, and 
all five directors elected at the meet- 
ing are backing present management. 

“IT don’t see any possibility that we 
will quit,” said one Nationwide spokes- 
man. “We now have more invested in 
the company (Northwestern) than 
does the management group.” 

Mr. Pillsbury, in a letter to share- 
holders the day after the meeting, said 
in part: 

“Four attorneys for Nationwide ap- 
peared at the meeting as substitute 
proxies for a participating policyhold- 
er entitled to 33 votes. These attorneys 
denied that they appeared for Nation- 
wide. They nevertheless stated that 
Nationwide owned a majority of the 
stock of Northwestern National, and 
objected to the holding of the meeting 
on the ground that a majority of the 





LIVE IN MIAMI 

One of top ten companies needs superviso 

assistance. Married man 26 to 38 with successfu 
sales record and college education. Previous 
oneaneeet experience desired but not essen- 
tial. Salary plus commission, —— Insurance 
and Pension Plan. Write°full details Box $-59, 
c/o The National Underwriter Co., 175 W. 
Jackson Bivd., Chicago 4, Illinois. 


stock was not present as required by 
section 6 of article X of the articles of 
incorporation of the company. As 
chairman, I was advised by our counse 
at the meeting that in their opinion 
the section referred to had not been le- 
gally adopted and was of no legal force 
or effect. Based on that opinion, I 
overruled the objection and declared 
the meeting duly constituted. 

“Proxies representing 134,904 share- 
holder votes had been filed with the 
secretary, of which 106,076 were rep- 
resented at the meeting. These, to- 
gether with 223,775 participating pol- 
icyholder votes, made a total of 329,851 
votes. Substantially all of these were 
voted for the five directors who were 
reelected, there having been no other 
nominations. 

“Of the total 134,904 shareholder 
votes represented by proxies filed with 
the secretary, 102,669 designated the 
management committee and 29,083 
designated a committee which includ- 
ed two directors of Nationwide. We 
understand that one of these directors 
of Nationwide was in Minneapolis and 
could have attended the meeting. It 
seems clear to us that he intentionally 
stayed away in the hope that Nation- 


wide corporation could thereby pre- 
vent the holding of the meeting. In 
this they were not successful. 

“It is possible that the legal question 
which was raised at the meeting may 
ultimately be resolved in the courts. 
Irrespective of the outcome of any 
such litigation, the directors of the 
company are in office, and all officers, 
employes and the agency force are 
carrying on business vigorously and 
enthusiastically. We were happy to be 
able to report at the annual meeting 
that new business for 1957 so far is 
running 16% ahead of that for the 
same period a year ago. 

“The management is very apprecia- 
tive of the confidence shown in it by 
the proxies designating the manage- 
ment committee which were filed by 
substantially all shareholders other 
than Nationwide corporation and by 
the very large number of participating 
policyholders.” 

Nationwide moved into the fight for 
control of Northwestern last December 
by acquiring the Northwestern stock 
that was formerly held by Great 
Southern Life of Houston which made 
an unsuccessful attempt to buy control 
of Northwestern last fall. Mr. Schoel- 
kopf, the Northwestern director who 
resigned recently and sold his stock, 
was active in the Great Southern Life 
offer to buy Northwestern National. 
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EXCLUSIVE 
AGENCY FRANCHISES 


Granted qualified applicants to 
spearhead expansion program in 
Texas. Confidential interviews. Our 
agents know of this ad. Give full 
details in first letter to Box R-18, 
c/o The National Underwriter Co., 
175 W. Jackson Blvd., Chicago 4, Ill. 


LIFE SALES MANAGER 
A&H SALES MANAGER 


Two Agency Department Home Office 
Administrators wanted by a fast-growing 
middlewestern Life and A&H company 
entered in 39 states to build home office 
and field ph of pany. Background 
of experience in a company home office 
or as a "second man" in a large agency 
preferred. Unlimited opportunities for ad- 
v nt in pany - structure. Replies 
will be held confidential. Write full details. 
Box S-44, c/o The National Underwriter 
Co., 175 W. Jackson Blvd., Chicago 4, Ill. 














ACTUARY WANTED 
Progressive fast growing company in mid- 
west desires an Actuary or Assistant 
Actuary to assist in office and Agency 
Departments. Age no abstacle. Address 
Box S-40, c/o The National Underwriter 
Co., 175 W. Jackson Blvd., Chicago 4, Ill. 


LIFE EXECUTIVE AVAILABLE 


Il years H.O. and Agency experience. Partici- 
pated in formation of two successful companies. 
Have h led top responsibilities in accounting 
actuarial, ee ayo and investment functions. 
Development blocked with present company. 
Write Box S-54, c/o The National Underwriter 
Ca., 175 W. Jackson Bivd., Chicago 4, Ill. 











OPENING IN MIAMI, FLA. 


A new but financially strong life company 
desires part time brokerage manager in 
H. O. Agency. Balance time in personal 
production. Write Southeast Life Ins. Co., 
1335 Biscayne Blvd., Miami, Fla. 




















Home Office Underwriter 


Excellent opportunity for young man with mini- 
mum 5 years underwriting experience. Company 
in midwest city with approximately one billion 
ordinary in force. Salary commensurate with 
experience and training. Address Box S-57, c/o 
The National Underwriter, 175 W. Jackson Bivd., 
Chicago 4, Illinois. 












AIR CONDITIONED 
OFFICE SPACE-99 JOHN STREET 


Two offices, each 9’6” x 13’4”. 
Can be easily converted into one large office. 
24th floor, overlooking river. 
BEekman 3-3958 
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Bar A&S, Individual Life in Financed Sales 
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aware that they are buying these op- 
tional coverages. 

The report is critical of the use of 
package plans, which typically cost the 
purchaser about $50, even when using 
group life rather than the more ex- 
pensive individual life coverage. 

“Even this brief analysis would in- 
dicate that the device of packaging 
insurance and a non-insurance item 
has been the vehicle for a considera- 
ble profit to the financing institutions,” 
the report observes. “The insurance 
coverages included in these packages 
account for only about one-half of the 
total cost of the package to the bor- 
rower.” 

Comparing the cost of group life 
coverage issued separately with the 
same coverage as part of a package, 
the report cites the price of 29 cents 
per $100 per year of initial indebted- 
ness, charged to its customers by one 
of the largest finance companies, 
which does not sell the package but 
offers its borrowers group credit life 
insurance “at an identifiable charge 
that has been steadily decreasing.” 
Though not identified in the report, 
this lender is known to be General 
Motors Acceptance Corp. 

“For purposes of illustration on a 
$2,500 balance and a 2-year contract, 
the cost of group credit life insurance 
in this company amounts to $14.50,” 
the report says. “By way of compari- 
son, the package plan of a major com- 
petitor is sold at $50. The group credit 
life insurance of both of these finance 
companies is carried by the same in- 
surer and the ultimate cost to the fi- 
nance companies is substantially the 


same. Thus, for the difference charged, 
$35.50, the purchaser of the package 
plan receives a credit certificate and 
additional insurance coverages, the 
premium for which is $3.68. The fore- 
going facts compel the conclusion that 
the packaging of a group of insurance 
coverages with a credit service brings 
about a result that is not in the public 
interest.” 

The $3.68 rate includes $3.28 for the 
limited A&S coverage and 40 cents 
for the bail bond certificate. 

The report calls attention to the 
higher cost of individual credit life 
insurance as compared with group and 
says the department has for some time 
been concerned about the “wide dif- 
ference” in rates, which is mainly due 
to the higher commission on individ- 
ual plans. The report opposes any kind 
of term life except diminishing cover- 
age for the unpaid balance and says 
that anything exceeding that “cannot 
be regarded as credit insurance.” Since 
installment purchasers constitute a 
captive market, the allegedly greater 
sales effort needed to sell individual 
insurance as compared with group “is 
hardly discernible and certainly does 
not justify the marked disparity in 
commission rates.” 

The report says most financing in- 
stitutions have enough loans to qual- 
ify as master policyholders under the 
group insurance provisions of the law 
but it suggests that to permit finan- 
cial agencies with even the smallest 
volume to be eligible for group life 
coverage, consideration might be giv- 
en to decreasing the minimum re- 
quirement below the present figure of 
100 new entrants annually. 
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of the company for 1956, and its winning of the recent “wreck of the records” 
contest. Congratulating Mr. Byrnes and the agency, Mr. Smitk said the agency’s 
record 1956 volume of $31.7 million was more than the entire company’s 


production for 1914. 


While the agency’s $175 million of insurance in force is enough to rank 
it as the 162nd largest life company in the United States, Mr. Smith fore- 
casts a bright business future. He does not believe tightness of money is likely 


to cause a downturn in business. There 
all legitimate demands, he said, though 
quests from all people, all business and 


is an ample supply of capital to meet 
it is not large enough to meet all re- 
all governmental units combined. Mr. 


Smith said he didn’t believe that inability to obtain financing on fair terms 
is going to cause the postponement of more than a fraction of business plans 


for improvements and expansion. 








SHOW 1956 INSURANCE RESULTS 


1956 








New Life 
Ins. Bus. 
$ 

Franklin Life 601,323,364 
Liberty National Life .0..............:ccccceeseeee 245,704,273 
Mutual Life, Camada ............sccsessscesseee 284,884, 7031 
National Life 245,054,516 
Provident Mutural: ..........0ccccccoscsscsecsscrsssee 187,528,533 
Republic National Life 200.0... +771,6092 
West Coast Life 53,492,668 





1955 1956 1955 
New Life Life Ins. Life Ins. 
Increase in Increase in 

Ins. Ya In aa In Force 
469,577,598 363,752,851 269,529,244 
212,799,275 125,711,206 95,959,196 
188,845,6671 257,467,015 141,263,034 
215,996,705 165,317,738 142,645,150 
178,980,268 92,116,425 80,636,025 
596, 251,902,238 222,279,523 

52,268,893 53,182,126 6,765,7: 


New business figures include the following amounts of revivals and increases for 1956 and 1955 
respectively: 1$17,790,412, $18,218,007; °$34,799,581, $47,863,738. 


NALU’s Blue Cross Study 
Group Meets at Chicago 


The new Blue Cross subcommittee 
of the group committee of NALU met 
for the first time in Chicago recently. 
Discussion at the meeting was devoted 
to developing a general outline of the 
hospital insurance field preliminary to 
a detailed study of the inter-relation- 
ship of service and indemnity type 
coverage. Included were detailed re- 
ports on the organization and enroll- 
ment practices of Blue plans by Lee 
Farmer, head of the group department 
of Continental Casualty, and John 
Gage, general agent, Continental, Dan- 
ville, Ill., both former Blue employes. 
Assignments of specific areas of study 
and report were made by Joshua B. 
Glasser, general agent, Continental As- 
surance, Chiicago, subcommittee chair- 
man. 

Members of the committee, in ad- 
dition to Glasser, are John Moynihan, 
manager, Metropolitan; Robert R. Reno 
and Philip B. Hobbs, Equitable So- 
ciety. All are of Chicago. Moynihan 
and Hobbs are both former presidents 
of NALU. 

Meeting with the committee were 
Walter G. Meyers, general agent, Gen- 
eral American, Rockford, and Mr. 
Gage, representing the disability com- 
mittee of NALU; Mr. Farmer and Ray- 
mond Hanson, of the Continental home 
office; Robert M. Powell, partner in 
the Glasser agency, and Robert Osler, 
Rough Notes Co., Indianapolis. 

A preliminary report from the com- 
mittee is expected the week of Jan. 20. 


RECORDS — 











FRATERNALS 


A.A.L. In-Force Reaches 
$1.1 Billion at Year End 


Aid Assn. for Lutherans, which last 
May 10 achieved a $1 billion life in- 
surance in force mark, went on to sell 
another $100 million worth of insur- 
ance before 1956 ended. This May-De- 
cember sales figure represents more 
than the 55-year old society put in 
force in its first 25 years of operation. 
Assets in 1956 went up 8% from $209 
million to $225 million. Sales for the 
year totaled $160 million, 12% more 
than in 1955, bringing the total insur- 
ance in force to $1.1 billion, an increase 
of 14% over 1955. 








Maccabees Appoints Wilson 


to Machine Accounting Post 


Donald A. Wilson has been promot- 
ed to assistant manager of the ma- 
chine accounting department at Mac- 
cabees which recently acquired a new 
punch card data processing equipment 
for its accounting department. Mr. 
Wilson completed a special course to 
familiarize himself with all phases of 
the operation and will assist Harold 
Bittner, department manager. Mr. 
Wilson joined Maccabees in 1951. 


FIC to Give Achievement 
Awards at Chicago Parley 


Certificates of achievement will be 
presented to various members of the 
Fraternal Insurance Counsellors 
Assn. at a meeting of the association 
in Chicago May 10. Certificates are 
awarded for quality’ business, for $1 
million of production in 1956, and for 
$500,000 production in 1956. A. Jack 
Nussbaum, president of National Assn. 
of Life Underwriters, will be the 
principal speaker at the May meeting 
of FIC. The FIC designation is to the 
fraternal field what the CLU is to the 
life business. 


Harry G. Mundy of Columbus has 
been named assisfant state manager for 
western Ohio by Modern Woodmen. 
He formerly was district manager. 





Equitable ‘56 Sales 
Were $2,767,652,000 


Equitable Society exceeded its pre 
vious life sales record in 1956, with 
$1,564,169,000 of ordinary, up 8.94% 
over 1955, and $1,203,483,000 of group, 
up 20.3%. The company topped $1 bil. 
lion in ordinary sales for the fourth 
successive year. It was the third time 
the company topped $1 billion jp 
group. 





Jeanes, Levine Agencies 


Lead General American 


For the second straight year, the 
top agency awards of General Ameri. 
can Life were won by Otto A. Jeane 
agency of Chicago and the Maurice 
Levine agency of Los Angeles. 

President Powell McHaney present. 
ed large silver cups to Mr. Jeanes anj 
Mr. Levine at the conclusion of the 
company’s recent week-long meeting 
of general agents and district manag. 
ers at St. Louis. 

The Jeanes agency, top ordinary life 
producer in the company, won the 
“president’s million dollar cup” as the 
best all-around agency in 1956. The 
Levine agency won the “agency 
achievement award” for the bes 
agency building job in 1956. 

Winners of annual awards for indi- 
vidual production were: Leo R. Schus- 
ter Jr., El Paso; Harold Little, Los 
Angeles; Robert P. Williams, Detroit, 
and Frank E. Kelly, San Francisco. 





Lincoln Nat'l. Sweepstakes 
Goes to K. C. Agency 


McMurchy & Associates, Kansas 
City, was the sweepstakes winner in 
Lincoln National Life’s 1956 presi- 
dent’s trophy contest, and seven other 
agencies have been named winners or 
runners-up in divisional competition 
for the award. Agencies were divided 
into four divisions, based on size and 
past performance, with the largest 
agencies in division 4. The McMurchy 
agency was in division 3, and the 
runner-up in that division was the 
Keller agency of San Francisco. 

Other winners were: Division 1: Ly- 
ons agency, Gary, Ind., first, and Hays 
& Associates, Wichita, runner up; di- 
vision 2: Smith agency, Phoenix, first, 
and Beisel agency, Kalamazoo, run- 
ner-up; division 4, Lamar agency, 
Birmingham first, and Weidner & As- 
sociates, Pittsburgh, runner-up. 





The Wiedemann agency of Equita- 
ble Life of Iowa at San Francisco led 
all general agencies of the company 
in new paid life business during 1956 
with a total of $6,787,249. This total 
was the greatest Volume ever paid for 
by a company general agency in a cal- 
endar year. The agency was to be hon- 
ored for its attainment at a banquet 
in San Francisco Feb. 1 hosted by Ray 
E. Fuller, agency vice-president. 


Mutual Alliance Files 
Amicus Brief in 


National Casualty Case 

The right of the Federal Trade Com- 
mission to regulate insurance adver- 
tising is challenged in an amicus curi- 
ae brief filed this week with the U. S. 
court of appeals at Cincinnati by 
American Mutual Insurance Alliance 
in the National Casualty case. A sim- 
ilar brief was filed last month with 
the court at New Orleans in the Amer- 
ican Hospital & Life case. 











The Clevenger Agency of Guarantee 
Mutual Life at Fort Wayne has moved 
to a new location, Suite 200, 116 West 
Rudisill boulevard. 
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1. Audio-Visual has proved itself to be the 
greatest sales power ever to come to Life 
Insurance. 


It makes Life Insuranee attractive, dramatic, 
fascinating, instead of the cold, dry statis- 
tical wet blanket that even the best personal 
salesmanship presents. 


Audio-Visual will close countless billions of 
business that would not otherwise be writ- 
ten. It will take Life Insurance into heights 
never before dreamed of. 


2. Being fundamentally different, it doesn’t 
stop with selling. It is equally great as a 
recruiter. 


It attracts wide awake salespeople who want 
to be with a company that uses this up-to- 
the-minute sales tool. 


They see possibilities of a million-a-year 
business where the machine takes the heavy 
load off the salesperson’s shoulders, and does 
the job better than any human being can 
do it. 





3. Audio-Visual doesn’t sell and recruit and 
then stop. It trains your salespeople. 


‘They can’t run your program without learn- 

@ __ing how to sell the way you want your In- 
surance sold, and everything your salesper- 
son says must conform to what you, the 
executive, say by audio-visual. It stabilizes 
their work. 


4. This new method opens the way for 
women to sell for you. 


They have never understood the tedious 
technicalities of Life Insurance. Now they 
don’t need them. The machine makes the 
presentation, and women can handle it. One 
woman said, “Why, it’s lighter than my 
golf bag.” 


If Audio-Visual (Sound Slide-film) offered 
you nothing but the possibilities of adding 
women to your sales staff it would be a rich 
addition to your resources. 





This is the most important Life Insurance development 
that has ever been brought to your attention. Ask for 
complete information. 


0. J. McCLURE TALKING PICTURES 


1115 West Washington. Boulevard 
CAnal 6-4914 ’ Chicago 7, Ill. 
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“One of the most 
memorable institutional 
campaigns ever run” 













































—says a research authority about the 
Institute's current advertising messages 


‘The effectiveness of any institutional advertising is measured 
by the readers it attracts . . . and how well they remember it. 
Here are significant facts about the people who read the 
advertising of the Institute of Life Insurance . . . including 
results of recent studies by national research organizations: 


WHERE DO THESE READERS LIVE? 


In every state of the union. Institute advertisements now appear in 
525 daily newspapers reaching more than 45 million people. Radio 
messages on 29 major stations cover both rural and urban areas. 


ARE THEY MOSTLY MEN? OR WOMEN? 


Traditionally, insurance and financial advertising attracts more 
male readers. This campaign is an exception. Its high readership 
among women, as well as men, makes it truly a family campaign. 


HOW WELL ARE THE MESSAGES READ? 


So well that one research expert calls this advertising “one of the 
most memorable institutional campaigns ever run.” In large cities, 
readership of these messages is twice the national average for 
similar advertisements. In smaller cities, they beat this average 

by almost 3 to 1. 


WHAT ARE READERS’ REACTIONS? 


Interviews show that most readers identify themselves with these 
messages. They are reminded of their own life insurance, their own 
family security. They volunteer such comments as: “Life insurance 
is a must for every family man”. . .“I believe strongly in life insurance” 
... Everyone needs life insurance”. . .“Makes a man think twice.” 


WHAT DOES THIS MEAN TO YOU? 


Like other Institute campaigns, the purpose of these messages is to 
give readers a better understanding of their life insurance . . . to 
build a greater appreciation of its dependability . . . and to 
strengthen the role of the life insurance agent. In these ways, this 
advertising is helping to create a more favorable climate for all 

of us in life insurance. 


INSTITUTE OF LIFE INSURANCE 


Central Source of Information About Life Insurance 
488 MADISON AVENUE, NEW YORK 22, N. Y. 


Three of the Institute’s latest advertisements 





